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NEW HOME OF THE GREATEST ILLINOIS COMPANY 
Corner Lake Shore Drive and Scott Street 
Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921 ..............0ccccccucuees $19,413,846.72 
Payments to policyholders and beneficiaries since organization 21,566,983.06 


FIVE YEARS RECORD 

















| Kear Ending Dec. 31,1916 | Year Ending Dec. 31,1921 | || INCREASE 

Interest Income..| $ 620,562.65 | $ 991,613.43 $ 371,050.78 
Premium Income. 2,419,486.91 3,818,060.43 1,398,573.52 
Admitted Assets. . 12,946,337.03 19,413,846.72 6,467,509.69 
Insurance in Force 80,280,589.82 136,485,045.27 56,204,455.45 














ILLINOIS LIFE INSURANCE CO. 
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James W. Stevens, President 


GREATEST ILLINOIS COMPANY 
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FINANCING BUSINESS 
IS BIG PROBLEM TODAY 


Life Companies Called Upon to 
Assist Policyholders Who 
Can Not Pay 


LAPSE RATIO YET HEAVY 


Many Offices Are Looking to the 
Cities As the Best Source of 
Prospects 


Life insurance companies are still 
confronted with the problem of financ- 
ing a considerable amount of their busi- 
ness. They are stretching every point 
tc hold policyholders on the books. 
Naturally there has been a vast amount 


of policy loans granted and this means 


unfortunately that the bulk of this busi- | 


ness will slough off the books. Com- 


paratively few people repay their policy 
leans. Companies are making more 
heroic efforts than ever to handle first 
year premiums. At least some do this 
for high grade agents. In other cases 
the agents do it themselves or go as 
far as they can. It takes capital to 
swing the nets. It is up to the companies 
themselves to look after second year 
premiums or those falling due there- 
after. Many companies have been com- 
pelled to take a premium note for a 
second premium. 


Handling the Premium 


Second 
The payment of the second premium 


presents the most difficulty. If a policy- 
holder can be taken over that period, 


he can be counted fairly safe. After 
that his loan value will help him in 
meeting his premiums. 

The usual plan is to require one- 


fourth or one-third in cash and then a 
note is taken for six months for the 
balance. Freauently a readjustment has 
to be made at the end of the time and 
another note executed. This all indi- 
cates the stress through which the 
country is going. In the agricultural 
districts there is a greater call for help 
than anywhere else. Farmers simply 
have not the money to meet their in- 
surance premiums. In a large number 
of cases the farmers were oversold dur- 
ing the time that they had plenty of 
money. In a number of cases it is pos- 
sible to reduce the amount of the in- 
surance and the farmer can carry a 
lesser amount. In a large number of 
instances the farmer is disgusted and 
gives up the entire line of insurance. 


Studying the Lapse Question 


Head offices are studying as they 
never did before the problem of re- 
ducing lapses and holding the splen- 
did business that went on the books a 
few years ago. 

Where faimers gave their notes for 
premiums and they have come in the 
hands of the banks they are dormant 
for the time being. 

One company executive who has 
analyzed the business very carefully 
said that undoubtedly the inability to 
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| HAVE STRONG PROGRAM 


IN ST. LOUIS MAY 3-4 


MEET 





Association of Life Insurance Counsel 
to Open Two-Day Session With 
Banquet for Commissioners 


The Association of Life Insurance 
Counsel, which will hold its semi an- 
nual meeting in St. Louis, Mo., May 3-4, 
has arranged to open its convention on 
the evening of May 2 with a banquet 
for the insurance commissioners who 
will be in session in the same city on 
the two preceding days. The business 
session of the convention will open on 
Wednesday morning May 3 and the 
convention will close on Thursday eve- 
ning with the regular banquet 

The tentative program for the 
day session is as follows: 

Eugene J. McGivney, general coun 
sel of the lan-American Life, “Twist 
ing Life Insurance Policies.” 

Lewis A. Stebbins, general counsel of 
the Old Coleny Life of Chicago, “When 
Does the Life Insurance Policy Lapse 
From the Non-Payment of Premiums.” 

Major W. Calvin Wells, general coun- 
sel, Lamar Life, “Recent Mississippi 
Anti-Trust Case Against Life Insur 
ance Companies Brought By Browning, 
District Attorney.” 

William Marshall Bullitt, 
Ky. “Anti Removal Statute.” 

William S. Ayres, general 
3ankers Life of Iowa, “The 
testible Provision and Suicide.” 

Allen E. Bro Smith, attorney for the 
Travelers, and Walter M. Allen, gen- 
eral counsel for the Franklin Life, will 
speak on topics of their own selection 


two 


Louisville, 


counsel 
Incon- 


pay the premium is the cause for the 
greatest number of lapses. Oversell- 
ing during the palmy days is another 
cause Farmers had the money and 
they were willing to buy The agent 
did not exercise judgment and sold the 
farmer about twice as much insurance 
as he could pay for in normal times 
In the country districts companies 
compete with one another in their bid 
for the backing of banks Where a 
bank has got together a nice volume of 
business another company will come 
along and offer to make a larger de 
posit, will sweeten the commission ac- 
count a bit, or will grant other per- 
quisites which are attractive. The 
banker then becomes indifferent as to 
the business that was put on the books 
of the former company. Many com- 
panies have found it necessary to grant 
extra inducements to banker agents in 
order to keep the insurance in force 
No Improvement in Rural Field 


There is not much improvement in 
the rural districts so far in the way of 
new business. The farmers have not 
the money and will not come into pos- 
session of any until the crops this year 
are sold. If a company could handle 
notes, it could write a large volume of 
business in the country as the farmers 
are perfectly willing to give notes for 
the premium 

Companies that are pushing for busi- 
ness in the cities are finding their tasks 
somewhat easier and are keeping up 

(CONTINUED ON PAGE 7) 
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Total Amount of Old Line Life Insur- 
ance in Force in State Is 


$7,231,393,332 
The New York life companies had 
new business in their home state last 


year amounting to $475,237,730 and have 
$2,624,910,741 Chere was term- 
$208,213,064 and the in- 
insurance m torce 
Companies ol other 
$470,124,415, terminated $192,288,- 


ro 79 


1orce D2,ie 


mi torce 
inated last year 
crease mn was $267,- 
107,440 
wrote 

543, and had insurance in 
showing increase $277,752,872 
The Equitable wrote $106,742,471 in its 
home state, the Metropolitan $152,181,- 
023, the Mutual $66,278,388, the New 
York Life, $125,220,677. Of the smaller 
conipanies the Guardian with $7,- 


States 


380.923 


leads 
238.025 

Or the 
the Prudential led 
husiness Phe 
Other 


$26,802, 


from other states 
with $87,539,081 in 
lravelers next with 
leaders were th« 
786: Connecticut 
Connecticut Mu- 
Hancock, $40,- 
Massachusetts Mutual, $20,- 
252 Mutual Benefit, $33,414,543; 
New England Mutual, $10,084,275; North 


COlipanies 


new 
$85,539,981 
\etna Life, 
General $20 442,571; 
tual, $14,249,229; John 





western Mutual, $32,760,496; Penn Mu- 
tual, $23,105,289; Provident Life & 
Trust, $11,088,073; Union Central, $23 
259,727. 


Group Insurance 
$155.708.968 


New 


group imesur- 


York last year and 


Chere Was 
ance written in 


there is in force $382,405,147 here 
was terminated $163,370,212, which was 
more than the new business written 
The Metropolitan led with $47,607,172, 
terminating $46,270,097 Che Travelers 
came next with $44,135,213, terminating 
$37,928,479 The Equitable was third 


terminating $56,140,853 
new group business was 
$15,374,665 and terminated $14,594,503 
The Connecticut General had $4,943,574 
new group business, terminating $4,827,- 
194, the Prudential had $4,550,654, and 
terminated $3,097,846 

Of the industrial 
dential led im the state 
new business, having 
force. The Metropolitan was next with 
$121,754,456 and insurance in force $563,- 


with $38,894,494 
The Aetna Life 


business the Pru 
with $147,853,643 


$693,836,596 in 


$25,914 [The John Hancock had in 
new insurance $40,526,501, the Colonial 
$57,548,850, and the Morris Plan $1,- 
290,975. 

rhe fraternal concerns have in forces 


im New York, $6,617.727.489. as 
pared with $6,752,279,063 a year ago 
The total amount of old line life in 


New York is $7,231,- 


com 


surance in torce m 
393,332. 





F. R. Woodbury Advanced 


Phe Pacific Mutual has app yinted 
Frank R. Woodbury as junior vice- 
president and second assistant super- 
intendent of agencies at the home office 


Mr. Woodbury, who has been 
of the New York office for the past 
nine years, will turn over the New York 
office to W. B. Snowden and leave for 
Los Angeles about May 1. Mr. Snow- 
den has been assistant manager under 
Mr. Woodbury 


manage! 
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ON PRELIMINARY TERM 


Keep Up Fight for It in East De- 
spite Setback in Massachu- 
setts This Year 


TIME WAS UNPROPITIOUS 


All Measures Affecting Financial Insti- 
tutions Were Given but 
Scant Consideration 


NEW YORK, April 25.—Although 
disappointed at the failure of the Massa 
chusetts legislature to pass the bill 
permitting the valuation of life insur- 


nee policies under the modified prelim- 


plan, Eastern life insurance 


xecutives are by no means 


and feel confident that an 


discourage 
other year the wholly reasonable meas: 
ure will be given more cordial treat- 
ment by the law makers of the Old Bay 


State Because of the sensational Ponzi 
failure and the difficulties in which a 
number ~ savings banks of Massa- 
chusetts found themselves during the 
past twely months, due to one cause 
or another legislators of the state re- 


garded with extreme suspicion any sug 
gested change in laws that to 
their minds savored of broadening the 
incial institutions. For that 

financial bill offered dur- 
was defeated, the life 
valuation measure among 


existing 


reason every 
session 
surancs 
them 
Executives 


Championed by Eastern 


he bill had the endorsement of the 
lassachusetts department, and was 
bly championed by executives of every 


one of the legal reserve life companies 
ve state, a number of whom worked 
beavers for its enactment Presi- 
W. L. Crocker of the John Han 





cock Mutual Life appeared before the 
nmittee on insurance in advo 
y of the measure, as did other lead 
g underwriters hese latter argued 
that the existing valuation law of Massa- 


chusetts tended to create a monopoly in 
the field of life insurance, and that the 
home companies, as well as those ot 
ioreigi States were opposed to any 
uch restriction, although they might 
clfishly profit by this condition 
New Vork Action Blocked 
Similar views were expressed by D 
I Appel, vice-president of the New 
England Mutual Life; Henry Moir 
vice-president of the Home Life; E. E 
Rhodes, vice-president of the Mutual 
Benefit Life, and others, when a change 
in the valuation law of New York was 
proposed last year. The actuary of the 
New York department argued against 


ny modification of the existing statute, 


1 little headway was made here be- 
use of that fact It was intimated, 
however, that if Massachusetts agreed 
to permit use of the modified prelimin- 
arv term of valuation, it would have an 
influence with the New York authori- 
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ties. In view of the defeat of the 

the measure in the Old Bay State, noth- 

ing further is likely to be done in the 

matter in New York for some time. 
Two States Changed Laws 


New Jersey and Maryland amended 
the insurance laws of their respective 
states in accord with the suggestion last 
year, and it was confidently anticipated 
that Massachusetts would follow suit 
this season. But general conditions 
were not propitious; the law-makers of 
the state, nervous over the financial fail- 
ures that had taken place, became ultra- 
conservative and refused flatly to get 
out of the beaten track. A _ banking 
measure advocated very earnestly by 
the banking commissioner of Massa- 
chusetts was given scant consideration 
by the legislature, while the same treat- 
ment was accorded a bill offered by 
Commissioner Hobbs, proposing a 
change in the regulations governing in- 
vestments by the life offices of the state. 
From this it will be seen that the valu- 
ation bill was not singled out for at- 
tack by the law-makers, who had it not 
been for their panicky state, would 
doubtless have passed the measure with- 
out difficulty. 

Westerners Appreciate Aid 


The influence of the insurance depart- 
ment has always been strong with the 
Massachusetts legislature, and  bil/s 
bearing its endorsement usually have 
smooth sailing. Officials of western 
life companies, who were especially con- 
cerned in having the valuation laws of 
the eastern states liberalized, realize 
fully the cordial support given the 
movement by the big men of the east, 
and are deeply appreciative thereof. 
That forward movements have not thus 
far been taken by Massachusetts and 
New York is certainly not due to lack 
of urging by the company executives of 
the states named. 


NATIONAL WRITING CHILDREN 
Vermont Company Will Hereafter Ac- 


cept Boys from Age 12 and Girls 
from Age 15 





Agents of the National Life of Ver- 
mont have been notified of the willing- 
ness of the company to accept applica- 
tions for insurance upon the lives of 
Loys from age 12, and upon girls from 
age 15. The great majority of the legai 
reserve life companies write policies 
upon young people, the premium being 
graded from age 15, instead of from 
age 20 as was the practice some years 
ago. The aggregate amount of busi- 
ness of this kind that is written is not 
large, while $1,500 is about the average 
policy carried. The inducement for 
most parents to take out insurance upon 
the lives of their growing children is 
to inculcate habits of thrift in the lat- 
ter, and to inspire them with the thought 
of making provision for their own old 
age. Usually the policy is a long term 
endowment, though many _ ordinary 
forms are issued. 

Some of the offices are not particu- 
larly keen about getting insurance upon 
young people, for while the average 
policy is small and the premium low, 
the cost of the medical examination and 
the character investigation is equal to 
that required for handling an adult 
case. By the same token the agent does 
not aggressively seek the business, usu- 
ally writing it in conjunction with a 
policy upon the life of the father, or as 

favor to the latter if he be already a 
client. When boys and girls reach the 
age of 17 or 18 there is a slight in- 
crease in the mortality rate, but it is 
so trifling that it does not weigh in the 
consideration of applications. Boys are 
insured far more freely than are girls, 
the long time theory that while boys 
have to make their own way in the 
world, while the girls will in the great 
majority of cases marry and thus be 
provided for, still apparently holds sway. 


The 30th annual convention of the 
Massachusetts Mutual Agents Associa- 
tion wil] be held at the home office Aug. 
16-18 











LIFE. INSURANCE LAWS 


NEW VOLUME OUT FOR 1921 


Life Insurance Presidents Association 
Tells About the Action of Legis- 
latures at Last Session 


The volume of “Life Insurance Laws 
of 1921” is now being mailed to mem- 
ber companies by the Association of 
Life Insurance Presidents. The preface 
states: 

“Sixty-nine legislative sessions, ex- 
clusive of Congress and the Dominion 
Parliament, were held in the United 
States and Canada during the year 1921. 
Of these, 55 were regular sessions— 
eleven in Canada and 44 in the United 
States. The balance of 14 were special 
sessions held in 11 states. Three states, 
Michigan, Missouri and Texas, had one 
regular session and two special sessions 
cach. The 1921 session of the legisla- 
tive assembly of Saskatchewan con- 
tinues into 1922. 

Where Laws Were Passed 


“Sessions of the legislature were held 
in the British colony of Newfoundland, 
in all the provinces of the Dominion of 
Canada, and in all of the states and 
territories of the United States except 
Kentucky, Maryland, Mississippi and 
Virginia. In Alabama, Delaware, 
Louisiana, New Jersey, Oklahoma and 
South Carolina, as well as in New 
Brunswick, Newfoundland and _ Sas- 
katchewan, no laws affecting foreign 
life companies, requiring reprinting for 
the use of our members, were enacted. 
The 146 new laws included in this vol- 
ume (United States, 126; Canada, 20) 
are distributed as follows: Massachu- 
setts, nine; Congress, and Iowa, seven 
each; New York, six; California, Mon- 
tana, North Carolina and Utah, five 
each; Idaho, Minnesota, Nevada, Ver- 
mont, West Virginia, British Columbia 
and Nova Scotia, four each; Alaska, 
Indiana, Missouri, New Hampshire, 
New Mexico, Oregon, Pennsylvania, 
Tennessee, Washington, Ontario and 
Quebec, three each; Arkansas, Colo- 
rado, Connecticut, Georgia, Illinois, 
Michigan, Nebraska, North Dakota, 
Rhode Island, South Dakota, Wiscon- 
sin, the Dominion of Canada and Prince 
Edward Island, two each; Arizona, 
Florida, Hawaii, Kansas, Maine, Ohio, 
Texas, Wyoming, Alberta and Mani- 
toba, one each.” 








Massachusetts Mutual Record 


The Massachusetts Mutual states that 
at the end of the first quarter it care- 
fully studied the statistics regarding 
the production of its various general 
agencies and it finds that 38 or exactly 
half of the general agencies had deliv- 
cred more new business than during the 
corresponding period last year. Of the 
remaining 38, 25 showed decreases 
amounting to less than $100,000. In 
nearly every case the end of March 
found the net losses for the year de- 
cidedly smaller than they were at the 
close of February. The company as a 
whole was only three quarters of a 
million behind for the year, a loss of 
less than 2 percent in new business de- 
livered as against the loss of over 15 
percent at the end of January. 


Hold Meeting at Denver 


J. M. Laird and G. E. Risley, from 
the Connecticut General home office, 
recently attended a meeting of agents 
connected with the general agency of 
the Stough-Vincent Insurance Agency 
of Denver, which took the Connecticut 
General for the state when it recently 
entered Colorado. George A. Stough 
makes a specialty of life business and 
Maxwell E. Vincent of accident and 
health. They were formerly with the 
Travelers. Mr. Vincent for a number 
of years was cashier and adjuster of the 
Travelers at Denver. 





“LITTLE GEM” NOW OUT 
TWENTIETH EDITION ISSUED 


Life Chart Is One of the Most Helpful 
Pieces of Equipment for — 
Agents 


The twentieth annual edition of the 
“Little Gem Life Chart,” published by 
THe NATIONAL UNDERWRITER, is the first 
publication of this kind to be issued this 
year, the first copies having been re- 
ceived early last week. The large edi- 
tion is now being delivered and all pur- 
chasers will have their books within 
the next ten days. 

The “Little Gem” has taken its place 
as the leader among: the vest pocket 
books. Within three years it has more 
than trebled its circulation. It was 
started 20 years ago by the late Samp- 
son Dawe of Boston and was the first 
vest pocket book to be published. 


Is a Popular Book 


The reasons for its popularity are 
obvious. It contains 672 pages which is 
several hundred more pages than other 
similar books, yet, it is printed on such 
thin paper that it is less than one-half 
inch thick and fits in the vest pocket 
along with pencil or pen. 

Perhaps its most valuable exclusive 
feature is the five-year financial and 
insurance cxhibit of all companies in 
the country, 250 in number, including 
the Jan. 1, 1922, annual statements. To 
include in a vest pocket book published 
at this early date not only the new divi- 
dend schedules and net cost exhibits to- 
gether with all changes in policy con- 
ditions, premium rates, cash values, etc., 
positively the first publication in book 
form of the annual statements, even of 
the smallest companies, is an achieve- 
ment of which the publishers are proud. 
This one department alone, covering 100 
peges, saves the cost of purchasing an 
extra book, yet the “Little Gem” is sold 
at the same price as other vest pocket 
publications. 

Dividends and Net Costs 


One of the long standing exclusive 
features of the “Little Gem” which has 
helped to make it popular is the two 
page showing of dividends and net costs 
for 15 years at five-year ages starting 
with age 25 on the whole life, twenty 
payment and twenty year endowment 
plans. The books showing dividends 
for a shorter period do not do justice 
to the participating companies whose 
net cost showings become more favor- 
able the older the policy grows. The 
publishers have felt that even in a vest 
pocket book the dividend showing 
should be for at least fifteen years on 
this account. One other publisher has 
recently copied this feature of the 
“Little Gem” but makes only half the 
showing, at ten instead of at five-year 
ages. 

Complete Information 


In addition to this showing year by 
year for 15 years the “Little Gem” 
shows net cest totals both estimated and 
actual for 5, 10 and 15 years. These 
showings zre also on the ordinary life, 
twenty pay and twenty year endowment 
forms and are according to the present 
divided scale as well as by actual policy 
history. The totals are shown both 
with and without cash values deducted. 

Cash values are given on the ordin- 
ary life, 20-payment and 20-year en- 
dowment forms at five-year ages and 
at the end of the 2nd, 3rd, 4th, 5th, 10th, 
15th, 19th and 20th years. 

An exclusive feature of the “Little 
Gem” so far as vest pocket books are 
concerned is that it shows also divi- 
dends for ten years on the 10-payment., 
15-payment, 10-year endowment and 
15-year endowment policies in addition 
to the more complete showings on the 
ordinary, 20-payment and 20-year-en- 
dowment. Dividends on term policies 
and also on paid-up policies are shown. 

About 20 of the more commonly used 
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reserve and mortality tables are given 
in the back of the book. Particular at- 
tention has been given to extra prem- 
iums, for disability and double indem- 
nity, etc. 

Each company is given a page of 
policy conditions and also one of prem- 
ium rates and where companies write 
both participating and non-participating 
in any amount both departments are 
shown. 

Among the vest pocket books, with 
their limitations of size, there is no 
question but that the “Little Gem Life 
Chart” leads the field. 


Small and Large Volume 


The publishers recommend that each 
salesman who wishes to be fully equipped 
on these publications purchase a copy 
of the “Little Gem Chart” to carry 
in the vest pocket and also that the 
larger and more complete volume, the 
“Unique Manual-Digest,” covering all 
companies in detail in all departments 
of eg be purchased. The 
“Little Gem Chart” shows the 97 lead- 
ing companies and the “Unique Manual- 
Digest” about 270, or all legal reserve 
companies. T he price of the “Little 
Gem” is $2 per copy and of the “Unique 
Manual-Digest,” $3.50. 


— 


NAME NEW AGENCY MANAGER 


C. B. Anderson of Lincoln to Take 
Charge of Sales Work of Bankers 
Life of Nebraska 


C. B. Anderson of Lincoln has been 
named manager of the sales forces of 
the Bankers Life of Nebraska. Mr. 
Anderson spent 30 years of his life as 
a banker in the state, and recently 
closed out his interests. The officers 
of the company, believing it an excel- 
lent opportunity to secure the advice and 
counsel of a business man not trained 
in insurance work, prevailed upon him 
te take this position, specially created 
ior him. Mr. Anderson has entered 
upon his work, and as soon as he 
acquaints himself with the workings 
of the agency force will draw up a 
plan which his experience as a business 
man teaches him will speed up produc- 
tion and at the same time create a finer 
spirit of the corps. 

This plan will include a thorough dis- 
tricting of the states in which the com- 
pany does business in order that over- 
lapping, which is expensive and 
time-consuming, may be prevented. Mr. 
Anderson’s office will be utilized as a 
clearing house for agents’ suggestions 
and will represent the viewpoint of the 
agent in the presentation of such mat- 
ters to the company officials as his 
judgment will dictate should be re 
ferred to them for action. 

Mr. Anderson has served twice as a 
member of the state senate, is at the 
present time a member and is an an- 
nounced candidate for renomination. 
He was chairman of the revenue and 
taxation committee at the last session, 
and author of the new law taxing in- 
tangible property. 





Bankers Life Among Leaders 


In publishing a table in a recent is- 
sue giving the leading life companies 
for 1921 in the way of new business, 
gain in insurance in force and insurance 
in force, the Bankers Life of Des- 
Moines was unintentionally omitted. 
The table was taken from figures fur- 
nished by the Connecticut department 
and the Bankers does not happen to be 
licensed in that state. In point of new 
business last vear the Bankers shows 
$111,683,013. This places it well be- 
yond the $100,000,000 point in new paid 
for business. Its insurance in force 
paid for is $610,679,609. This puts the 
Bankers as the 12th company in the 
country. Its gain in insurance in force 
is $55,192,296. The Bankers has made 
a remarkable stride and of course. 
should be included in the leading 15 
companies of the country. 
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INTERESTING ITEMS — 
FROM ANNUAL REPORT 





New York Department Shows the 
Standing of the Various 








Companies 
HAS INSURANCE EXHIBIT 
Assets of the Old Line Institutions 


Operating in the State Run 
Over $7,000,000,000 





The New York department has gotten 
out its preliminary report on life com- 
last 
line 


panies, showing figures of 
rhe total the old 
panies domiciled in New York amounted 
of outside 


year. 
assets of com- 
to $3,538,883,858. The assets 
companies are $3,478,934,828. 


ropolitan now leads all the companies 


The Met- 


in the country in point of assets, its 
figure being $1,115,583,025. The next 
company is the New York Life with | 


$952,632,138. 
with $677,505,499 and the Equitable is 
fourth with $655,301,018. 

Of the companies outside of New 
York, the Prudential leads in point of 


assets, it being $789,508,224. Then 
comes the Northwestern Mutual Life 
with $507,085,694. The third outside 


company is the Mutual Benefit Life with 
$306,440,101. Other outside companies 
with over $100,000,000 assets are 
Aetna Life with $161,194,989, John Han- 


cock, $239,693,371, Massachusetts Mu- 
tual with $147,090,913, New England 
Mutual with $116,208,826, Penn Mutual 
with $233,985,547, Provident Life & 


Trust with $128,399,518, Travelers $163,- 
288,334, Union Central $161,681,751. 


Classification of Assets 


Che assets of the New York life com- 
panies exceed those of all other com- 
panies operating in the state by some- 
thing like $60,000,000. It is interesting 
to study the investments of the more 
important life companies. The two ma- 
jor classes of assets are mortgage loans, 
and bonds and stocks. The Equitable 
has $360,144,485 in bonds and stocks and 
$154,033,029 in mortgage loans. The 
Metropolitan is coming up strongly on 
mortgage loans, it 
517,999 with $502,333,461 bonds 
stocks. The Mutual Life. still 
largely to bonds and _ stocks, its 
ure being $435,295,466 with mortgage 
loans amounting to $111,760,866. The 
New York Life has a large percentage 
of its stocks and bonds, it 
being with $183,722,806 in 
mortgage The 


runs 
hg- 


assets in 
$554,918,823 


loans. 


The Mutual Life is third | 


the | 


now having $454,- | 
and 


item of policy | 


loans and premium notes shows an in- | 


crease this year because of the big 
demand on companies for loans. 
Equitable has $99,136,493 in such col- 
umn, the Metropolitan $75,176,201, the 
Mutual Life $96,750,337 and New York 
Life $164,305,141. 

In connection with the companies of 
other states a larger part of the as- 
sets is in mortgage loans. Of the ag- 
gregate assets of outside companies 
amounting to $3,478,934,828 the mort- 
gage loan item is $1,379,530,672 and the 
stocks and bonds $1,390,485,170. The 
Prudential runs strongly to stocks and 


The | 


bonds, that item being $421,462,309. Its | 


mortgage loans are $258,732,151. The 
Northwestern Mutual has $181,565,- 


851 in stocks and bonds and $424,503,561 
in mortgage loans. The John Han- 
cock has $72,374,131 in stocks and bonds 
and $125,763,854 in mortgage loans. 
Ihe Union Central shows a_ very 
strong leaning toward mortgage loans. 
its figure being $112,469,525 with stocks 
and bonds $7,289,037. 

The only company from other states 
operating in New York that had over 

(CONTINUED ON PAGE 4) 
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LIFE INSURANCE EDITION 


HAS A BIG COMMITTEE| ADDS TO DIRECTORATE 


CHAIRMAN CADIGAN’S ACTION 
Will Prepare Unique Entertainment for | 
the Dinner at the American Life 
Convention Meeting 


J. J. Cadigan, president of the New 
World Life, is chairman of the special | 
committee appointed to arrange for 
the get-together dinner at the annual 
meeting of the American Life Conven- | 
tion to be held in Milwaukee in Sep- 
tember. Chairman Cadigan proposes to 
change the program of the dinner and 
have a sort of gridiron proposition and 
an evening made up of entertainment | 
for the members. He has appointed a | 
large committee to assist in the work. | 
The committee is: 

John J. Cadigan, chairman; Rupert F. 
Fry, Old Line Life, vice-chairman; 
Henry Tyrrell, Northwestern Mutual, | 


vice-chairman; Harry R. Cunningham, 


Montana Life; Jas. V. Barry, Metropol- 
itan; W. W. Mack, “Weekly Under- | 
writer”; R. W. Stevens, Illinois Life; 


J. B. Reynolds, Kansas City Life; Her- 
bert M. Woollen, American Central; T. 
W. Blackburn; Chas. G. Taylor, At- 
lantic Life; Isaac Miller Hamilton, Fed- 
eral; Wm. BroSmith, Travelers; Dr. E 
G. Simmons, Pan-American; M. J. 


Cleary, Northwestern Mutual; Cyrus K. 


Drew, “Insurance Report”; O. J. Ar- | 
nold, Illinois Life; R. M. Malpas, 
Reinsurance Life; Harry L. Seay, 
Southland; R. L. Rutter, Western Un- | 


ion; E. C. 
Life; Frank V. Keesling, West Coast; 
Omaha; Ralph H. Rice, National Fidel- 
itv; Wilmer L. Moore, Southern States; 
W. A. Watts, Merchants; J. H. McNa- 
mara, North American; T. W. Appleby, 


Milair, George Washington | 


Ohio National; C. S. Samuels, Oregon 
Life; Henry Abels, Franklin Life; | 
Tarleton Browne, “Western Insurance 


Review’; A. F. Hall, Lincoln Life; C. 
I. Hitchcock, “Insurance Field”; C. M. 
Cartwright, “The National Under- 
writer”; John A. Sullivan, Great North- 
ern; Harry Wilson, American Central; 
Clarence L. Ayers, American; Geo. Gra- 
ham, Central States; A. C. Bigger, 
American Life Reinsurance; W. S. 
Ayers; Wm. H. Brown, Columbian Na- 
tional: Mansur B. Oakes, “R. & R. Serv- 
ice’; L. J. Dougherty, Guaranty; E. S. 
Chadwick, Idaho State; Dan Boone, Jr., 
Midland Life; F. P. Manly, Indianapolis 
Life: Frank V. Keesling, West Coast; 
Chas. W. Gold, Jefferson Standard; Roy 
\. Hunt, American Central. 








May Try to Oust Henry 


Commissioner Henry of Mississippi 
has paid to Stokes V. Robertson, state 
revenue agent, $12,862.54, representing 
the sum tendered to the state treasurer | 
several weeks ago, which was not ac- 
cepted, plus collections made since that 
date, which were then due, but unpaid. 
The payment was promptly accepted by 
Mr. Robertson. It was based on figures 
made by Lewis E. Crook and other aud- 
itors employed by Mr. Henry. 

It is generally believed in Jackson 
that Governor Russell will make an ef- 
fort to remove Mr. Henry from office 
It is thought that James W. Williamson 
is likely to receive the appointment in 
the event Governor Russell is successful 
in ousting Mr. Henry. Mr. Williamson 
was for some years in the life insurance 
business, and now holds the first vice 
presidency of the Magnolia State Life 

Another possibility is W. H. Bagnell, 
sheriff of Claiborne county, who has al- 
ready announced for the post of insur- | 
ance commissioner for the next regular 


term, which begins Jan. 1, 1924 
May Is “St. Louis Month” 


Continental Life of St. Louis 
will make May “St. Louis Month,” and 
expects to write $1,500,000 of business 
in that month. From present indica- 
tions April will close with a production 
of at least $1,000,000. 


The 


| 


NEW MEN WITH STANDARD 


Company Will Enter More States—Will 
Soon Be Examined By Three State 


Departments 
ST. LOUIS, MO., April 26.—John 
M. Atkinson and David W. Hill, both 
attorneys of St. Louis; Edward Rol- 


wing of Charleston, Mo., and F. P. 
Uehling of Omaha, who is president of 
the Commonwealth Life of that city, 
have been elected directors of the Stan- 
dard Life, which now has its home office 
in this city. Mr. Atkinson is a former at- 
torney-general of the state. Mr. Rolwing 
and Mr. Uechling were made vice-presi- 
Mr. Rolwing is a real estate 
dealer and an authority on farm loans in 
the southwest and will look after the 
investment department. The Standard 
will eventually take over the Common- 
wealth and it is said it is now reinsur- 
ing its business. The merger contract 
will not be effective however, until it 
has been approved by the Nebraska 
and Illinois departments. In a short 
time the Standard will be examined by 
Illinois, Nebraska and Missouri. Dr 
Frank Simons, medical director of the 
Commonwealth Life, has been appointed 
medical director of the Standard and 
will take his new position on May 1 
The Standard Life will soon be doing 
business in 14 states. J. R. Paisley, 
president of the Standard Life, has made 


cents. 


a great success of the organization. 
A. G. Veach has been made assistant 
treasurer of the Standard The com- 


Texas, 


pany contemplates entering 

Colorado, Wyoming and South Dakota 
It already is operating in Illinois, Indi- 
zna, Michigan, Nebraska, Iowa, Kan- 


sas, Oklahoma and Missouri. 


-— 


OPENS WOMEN’S DEPARTMENT 





Detroit Agency of Mutual Life Estab- 
lishes New Branch With Miss 
Newton in Charge 


Miss Katherine Newton will go to 
the H. Wibert Spence agency of the 
Mutual Life at Detroit May 1 to take 


charge of the newly created women’s 
department. Misg Newton has had 
three and one-half years service in a 
like capacity with the Johnson & Clark 
agency of the Mutual Benefit. 

For many years preceding her en- 
trance into the insurance field, she was 
administrative secretary in the West- 
ern State Normal College at Kalama 
zoo. The executive experience which 


she acquired in this difficult position, 
and the social contact which she main- 
tained with the thousands of women in 
the student body, will be of invaluable 
assistance to her in this new depart- 
ment of the Spence agency. 

She joined the Mutual Benefit agency 
on leaving Kalamazoo and established 
the first women’s department with that 
concern. Ever since she began writ- 
ing insurance with that company she 
has never missed either the home office 
or Detroit agency honor rolls. She has 
insured more lives than any women with 
the Mutual Benefit in the United States, 
having ranked third in volume of busi- 
ness in 1920, and coming up to second 
place in 1921, 

In addition to her work as a depart- 
mental manager, where she demon- 
strated marked ability in constructive 
executive work, she has been a consis- 
tent producer, having written personal 
business for 178 consecutive weeks. 


Passes Three Million Mark 


[he International Life of St. Louis 
passed the $3,000,000 mark for busi- 
ness written the first half of the month 
of April and the prospects are favor- 
able tor doubling the amount by May 1 





SITUATION IN FARMING 
DISTRICTS NOT BRIGHT 





Little New Business Now Being 
Written and Most of It Is 
on Note Basis. 





LAPSES SOMEWHAT LESS 





Nebraska Men See No Material Im- 
provement Until This Year’s Crops 
Are Harvested and Sold 





LINCOLN, NEB., April 25.—In 
the the 
of farm products noted in the last 60 or 
Nebraska 
tives find little to cheer them in the sit 


W here 


spite of improvement in prices 


90 days, life company execu- 


uation. new business is being 


written notes for the first year’s pre- 
miums usually are given, and the farm- 
ers’ buying strike that started months 


ago against merchandise and farm im- 
plements is reflected in a disinclination 
to invest in insurance as readily as be- 
fore the middle of last summer 

M. A. Hyde, of the Security Mutual, 
said he had never the financial 


condition of the farmer, so far as it was 


seen 


reflected in life insurance, worse than 
at present, nor a time when it was so 
hard to get by with a proposition. The 


farmers have been living on credit for 


a number of years, and the inevitable 
result was that this was extended be- 
yond proper limits. The financial help 


that has come to them in recent months 
through better borrowing facilities and 
better prices has not been available to 
the men who were forced to sell early in 
order to clean up pressing local bank 
indebtedness 

No Revival Until Harvest 


Hyde there will 
revival in business until a 
new crop is harvested and marketed 
The Federal Reserve Bank, he believes, 
is largely responsible for stagnant busi- 
Its offers to loan funds 
led the country banks to 


In the opinion of M1 
be no great 


ness conditions 


freely to banks 


extend credit beyond the usual limits, 
and then when tne Federal Reserve 
turned around. and began its sharp de- 
flation it brought down the house about 
the ears of the farmers and livestock 
men 

[he local banks hammered so long 
and so hard at the farmers to pay up 
that they killed the buying spirit, and 
they did so good a job of it that most 
of the farmers are afraid to use even 
the present credit they have with the 
banks New business written among 


the farmers has all been represented by 


premium notes There were heavy 
lapses during 1921, and normal condi- 
tions have not yet been restored. 


Lapses Decreased Somewhat 


M. L. Blackburn of the Bankers Life 
reports an improvement in business 
since the price advances. The conditions 
now are in sharp contrast to what they 
the latter part of 1921, 
when policy loans and requests tor ex- 
tensions by farmer policyholders were 
common. At the present time lapses are 
decreasing, and a number of reinstate- 
ments are to be noted. The company’s 
rule requires all first premiums to be 
paid in cash, and the officers have no 
knowledge as to whether the agents are 
taking notes or getting cash themselves 

Ira Crook, vice-president of the Lib- 
erty Life, said that most of its policies 
are held by Nebraska farmers. During 
the summer and fall of 1921 numerous 
lapses were recorded, but there has been 
a decided improvement in the last two 
months. The new business written in 
March was the best month’s underwrit- 


were during 
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Amicable Integrity 
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y The agent in the field, presenting his yy 





company to his prospects every day, must 
have back of him, an organization of un- Yj 
Yj questioned integrity. He cannot attempt Yj 
y even, to sell insurance in an organization Y 
y; that does not realize to the fullest extent, Yj 
yj its deep obligation to both its agents and Y 
Y, policyholders. The agent must know, Yj 

without the slightest doubt, that the com- j 


] pany he represents is of astaunch character, Y 
j a company whose integrity is unassailable. y 


Y, —_ icable. N y; 
. ees «CT 


/ easily crumble at the slightest — ] 
] trouble, the Amicable is growing strongly y; 


Y, and surely on a broad and strong founda- Y 


tion of good sound life insurance practice ] 
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UNDERWRITER 


ing in a year, and was as much as Jan- 
uary and February put together. 

In the writing of new business among 
the farmers the almost invariable prac- 
tice is to give notes for premiums. Last 
year, because of the great depression in 
the farming industry, probably 30 or 40 
percent of the renewal premiums in the 
company were paid by notes, but at the 
present time this is the exception. 

Reflects General Conditions 


Mr. Crook was of the opinion that 
the life insurance business as accurately 
reflected the ups and downs of general 
financial conditions as the commercial 
world, and this was particularly true 
during the last year, when Nebraska's 
chief industry, farming, was so hard hit 
by the slump in prices. Now that the 
farmers are getting much better prices 
they are buying insurance with full con- 
fidence in their ability to pay their an- 
nual premiums. 

N. Z. Snell, president of the Midwest 
Life, said that lapses with his company 
were very heavy at the present time, 
and that similar conditions have pre- 
vailed since the prices of farm products 
struck the toboggan last July. Life in- 
surance, he _ said, is something the 
farmer has found that he can let loose 
of very readily, and in times of money 
pinches he does so. At other times he 
is one of the most liberal buyers of pro- 
tection, and c campaigns of education are 
unnecessary to convince him of its 
value. 


Policy Loans Cause Lapses 


A considerable percentage of lapses, 
said Mr. Snell, has come about by the 
policy loan route. During hard times 
they had borrowed liberally and they 
have preferred to surrender the bur- 
dened policies rather than attempt to 
keep them alive. Mr. Snell looks for a 
change for the better in these condi- 
tions. There would be a betterment at 
the present time if it were not for the 
fact that the country banks are loaning 
very little. Many of these were caught 
a year ago with most of their resources 
tied up in frozen credits, loans which 
they were unable to collect, and while 
they have been gradually working their 
way out from under such conditions, 
they are not yet in a position to perform 
their usual functions as money loaners 
and financiers of the farmer’s business 
necessities. 

Mr. Snell’s reports indicate that there 
has not been so general a loosening up 
of conditions on the farms as in the 
cities and towns. In eastern Nebraska 
many of the farmers still have resources 
in the shape of unmarketed crops, but 
in the western part of the state the gen- 
eral condition of the farmers is that they 
have sold everything marketable, and 
must wait until a new crop matures be- 
fore they can pay off any of their debts 
or feel encouraged to make new ones. 


Figures on Kentucky Business 


The annual report of Commissione1 
Ramey of Kentucky shows total insur- 
ance in force in that state of $633,447,- 
191, a gain of $40,034,716 over 1921. The 
four Kentucky life companies showed 
a gain of $4,327,749 insurance in force. 
The total number of policies carried in 
the state is now 1,400,929. Group in- 
surance in force increased from $10,- 
764,562 to $10,999,150. New group in- 
surance written during the year to- 
talled $4,443,038. There are nine com- 
panies writing industrial business in the 
state and the insurance in force for 
this class is $137,990,269, compared with 
$129,297,583 the preceding year. New 
industrial business in 1921 totalled $36,- 
563,940. The three Kentucky com- 
panies writing industrial business show 
insurance in force of $21,985,650 and 
new business of $8,278,882 





To Enter New States 


The Continental Life of St. Louis, 
which has just entered Tennessee, ex- 
pects to enter three or four additional 
states within a short time. 








Late 27, 1922 


INTERESTING ITEMS 
FROM ANNUAL REPORT 


(CONTINUED FROM PAGE 3) 
$100,000,000 total premium income is 
the Prudential, its ordinary premium in- 
come being $76,570,236 and the indus- 
trial $111,156,140. The company near- 
est to it was the Northwestern Mutual, 
its total premium income being $77,- 
522,979. The Equitable this year just 
missed out on the $100,000,000 class in 
premium income, its figure being $99,- 
655,589. The Metropolitan’s ordinary 
Was $126,300,878 and the industrial $119,- 
558,062. The New York Life had $149,- 
106,548 and the Mutual $90,309,699. 

The following table shows the actual 
new business written last year, not tak- 
ing into consideration that revived and 
increased; thus giving actual agency 
production: 


NEW YORK LIFE COMPANIES 





New Business In force 
Equitable .$ 460,033,780 $2,.817,970,732 
Farm. & Tr.. 3,437,600 11,439,036 





Guardian .. 36,610,356 198,097,970 
0 Se 28,986,514 223,116,887 
Manhattan . 10,776,161 70,646,801 
Metropolitan.. 690,842,301 3,892,267,274 
Morris Plan.. 1,402,800 1,419,550 
Mutual Life.. 332,116,624 2,472,651,779 
i Be Beis «ex 590,119,372 3,816,098,524 
Niagara Life. 1,195,000 9,666,814 
Postal Life... 4,064,113 42,807,430 
Security Mut. 9,694,500 69,091,109 
Teachers Ins. 2,282,020 5,578,352 
- &° Rae 2,650,720 24,429,104 

eee $2,174,211,861 $13,655,281,362 


COMPANIES OF OTHER STATES 
Aetna Life...$ 197,218,133 $ 1,204,000,398 





Bankers, Ia.. 106,435,225 610,675,609 
Berksh, Life.. 16,224,811 131,027,062 
Colonial, N. J. 193,500 5,525,687 
Columb'n Nat. 27,210,821 150,776,851 
Conn, General 88,223,360 410,248,134 
Conn. Mutual 61,765,820 413,239,004 
Fidelity Mut. 40,272,665 222,815,106 
John Hancock 127,526,613 835,964,486 
Md. Assur.... 3,447,939 10,071,161 
Mass. Mutual. 132,187,583 817,054,519 
Mut. Benefit. . 167,872,149 1,415,984,749 
National, Vt.. 49,453,511 333,894,264 
N. Eng. Mut.. 80,498,168 609,415,082 
Northw. Mut. 264,439,965  2,350,450,298 
Penn Mutual. 135,478,861 1,090,757,509 
Phoenix Mut.. 49,951,746 322,725,230 
Prov. L. & T.. 82,921,989 574,723,857 
Prudential ... 405,908,912 2,513,388,316 
State Mutual. 41,843,048 338,240,595 
Travelers .... 312,892,443 1,756,489,826 
Union Central 107,524,397 831,872,012 
Union Mutual. 6,959,141 73,044,990 

0 eee 2,506,450,800 $17,022,384,745 


INDUSTRIAL COMPANIES 


Metropolitan. .$ 483, 108,317 $ 3,113,440,565 
Morris Plan. 5,962,050 5,650,175 
Colonial, N, Zz. 13" 258,192 52,868,695 
John Hancock 94,201,544 709,623,711 
Prudential ... 574,402,640 3,154,692,554 





| 


Petes ..cccckle 
N. Y. St. Cos. .$2, 
L. Cos. Oth. St. 2, 
Indus. bus.... 1 


170,932,743 $7,036,275,7 
174,211,861 $13,655, 281: 3 
506,450,800 17, 022,384,7 

170,932,743 7,036,275, 700 


Aggregate. .$5,851,595,404 $37,713,941,807 


oo 
o 








Mistake in Last Issue 


In the lest issue, Vice-President 
George Graham of the Central States 
Life of St. Louis was quoted regarding 
the possib'e moral hazard in writing 
total and permanent disability insur- 
ance, showing that the companies may 
find it necessary to make inquiry as to 
the total amount of such insurance that 
a policyholder is carrying in connection 
with his life insurance. THE NATIONAL 
UNDERWRITER had requested two men to 
give their views on this subject, one 
being Mr. Graham and the other Vice- 
President J. L. Babler of the Inter- 
national Life. Both responded. In the 
original article, following Mr. Graham's 
comment, was an introduction to the 
observations of Mr. Babler. When the 
make-up man got busy he left out the 
introductory paragraph to Mr. Babler’s 
comment and credited everything to 
Mr. Graham. This was a regrettable 
error, as the views of both these men 
are highly important and most in- 
teresting. 





Wagner Gets Group Contract 


John T. Wagner of Chicago, well 
known group insurance expert, has_ se 
cured the exclusive agency of the Con- 
tinental Casualty in Chicago for group 
disability insurance. 
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le 1s 
Ne Total Amount of Business in Force at 
dus- : 
1ear- End of the Year Was $414,- = Se 
tual, 914,889. ro . SS + . 
$77,- fel Ui 
just It ' 
Ss in The new business written in Colorado d,. Au ~ oo . A 
$99,- last year. by old line companies =H (Thy) (Vanni [ rh I} - 7] 
hary amounted to $89,216,431. There was ja) UCT Pa —— | 
119,- terminated $53,781,099, leaving $414,- SS Tag To. im lr] 
149,. 914,889 in force. The companies writ- ) Le et i 

ing over $1,000,000 are the Aetna Luiie, 2 fon 
‘tual $1,822,807; American of Denver, $3,124,- ~~ 
tak- 500; Bankers of lowa, $2,150,513; Cap- j 
and itol of Denver, $2,743,288; Connecticut - 
ney Mutual, $1,561,628; Equitable of New J 

p *¢ > a 

York, $3,523,414; International Life, J 

$2,003,468; Kansas City Life, $3,873,223; / 
" Lincoln National, $1,031,300; Manhat- _K< “es 
732 tan Life, $1,056,229; Metropolitan (Or- —. | 


dinary), $3,744,185; Missouri State, $1,- 
398,895; Mountain State of Denver, 


$1,494,142; Mutual Benefit, $1,406,344; 
Mutual Life, $2,959,777; New England ILL OS f 
Mutual, $1,550,781; New York Life, $6,- p 
050,429; Northwestern Mutual, $4,516,- 
705; Occidental Life of New Mexico, 
$1,075,080; Pacific Mutual, $1,939,112; 
Penn Mutual, $1,966,170; Provident Life 
& Trust, $2,120,133; Prudential (Ordi- 
nary), $4,470,537; Travelers, $2,934,868; | 
Union Central, $3,581,451; Western Na- | 
tional of Wyoming, $1,423,800. 

The fraternals wrote new business of 
$17,059,780 and had in force $165,450,641. 
The leader in the fraternals was the 
Woodmen of the World, its new busi- | 
ness being $3,631,400. The next was | 
the Brotherhood of American Yeomen, | 
which wrote $2,188,500. The third was | 
the Travelers Protective of St. Louis, 
which wrote $2,440,000. 
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. Orphaned Rate Book | 
| | 
| | P Ss | 
15 | | 
: | 
4 When an agent can get a company that goes along with i 
52 its rate book, assuming the full obligations of parenthood, why should Hy 
10 he take pity on orphaned rate books that are cast out to him with a i 
i z , “Here it is, my boy. It’s yours now. ‘Take good care of it.” I 
Provident Life | 
. Insurance Company | As far as the books themselves are concerned, there is not | 
‘s Bismarck, North Dakota much choice. It is the degree to which the companies maintain 
: | g | 
¢ Insurance in Force, $13,500,000 interest in them that makes one more valuable than another. 
wa H.H.STEELE, = F.L. CONKLIN, | | 
) r mt ° 
0 C.L.YOUNG,_H.B.BEACH, When an agent gets the Peoples Life rate book he soon 
i Vice-President Ast. Sec. and Actuary 1 iii ° ° ° _— | 
“ J. L. BELL, W.H.BODENSTAB, | | || learns that he is far from having an orphan on his hands. The 
' Treasurer Medical Director 1 ii] - : . ° ° ° ° : “a | 
| {iI company stays right with it, helping him put it to work effectively. 
” | Sis ‘os - ° ° ° ° e . 
¢ - | In Ohio, Indiana & Illinois, within a hundred and fifty miles of 
. | Frankfort, agents not only have the advantage of strongly backed 
; The old line | Peoples Life rate books, but a rich, prosperous field in which to work 
> bd e ' 
: Cedar Rapids Life |} them. 


: of Cedar Rapids, Ia. | PEOPLES LIFE 
was tne eae agus tr ||| INSURANCE COMPANY 


Central West | 
| Frankfort, Indiana | 
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OF GALVESTON, TEXAS 


SHEARN MOODY, 
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W. J. SHAW, 


W.EL. MOODY, JR. 
Secretary 


| President 


FINANCIAL STATEMENT, DECEMBER 31, 1921 


ADMITTED ASSETS LIABILITIES 

Real Estate Owned.............. $ 896,517.61 Net Remeve, American Ex- 
Mortgage Loans (First Lien)...... 4,108,612.42 perience (3 and 314%). -$9,261 807.63 
SNEED EMER. cocccoscesecsoece 1,000.00 | and Contingent Reserves 204,251.00 
Loans Made to Policyholders (on Reserves for Death Losses in 

this company’s Policies)........ 1,198,944.47 Process of ee or 
Bonds peaneceseoesoeceone ccecesens 3,536,822.42 Adjusted and Unpaid.......... 105,608.2 
See Bh BENIN sconces scennesees es 1,463,977. 4 Reserves for ee cemimasewnneee 129,129.51 
Certificates of Deposit........... 6,908.2 All Other Liabilities............. 158, "244.72 
Interest Due and Accrued........ 237,661 oF Capital Stock...... $500,000.00 
Deferred and Uncollected Pre- Assigned Funds..... 243,252.00 

miumse ( ieeeceedsens 221,999.36 Surplus.........+++. a .070,643.81 
All Other Assets...........0000000 493.95 —_—_——_ 

inn—a—e—~ Surplus to Policyholders......... 1,813,895.81 
TOTAL, ABGETS ....cccceced $11,672,936.92 TOTAL LIABILITIES. ... ..$11,672,936.92 


Ordinary and Industrial Life Insurance in Force, $157,699,773.00 
Operates in Nineteen States and the Republic of Cuba 


“ANCHOR TO THE ANICO”’ 




















WANTED 
WE WANT A MANAGER 


in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal 
commission contracts to agents and salable 
policies to the public. The proposition we 
Correspondence confidential. 











offer is unusual. 


GARY NATIONAL LIFE INSURANCE COMPANY 
Gary, Indiana 


WILBUR WYNANT, President 
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UNDERWRITER 
CENTURY’S BANK PLAN 


AGENTS SELL ALL POLICIES 


Eank Merely Acts as Depositary Under 
System Just Started by India- 
napolis Company 


The Century Life of Indianapolis has 
started to sell its regular ordinary life 
policy on plans somewhat similar to 
the several bank savings plans which 
are being conducted through banks by 


some of the other life companies, The 
Aetna Trust & Savings Company and 
the Meyer-Kiser Bank, both at Indi- 


have already been appointed 
agents or depositaries. Unlike many of 
the bank savings plans, the Century 
charges full ordinary life rates, requires 
the same medical examination as on 
their other policies and issues the regu- 
lar ordinary life policy in multiples of 
$600. Each policy issued has a cash, 
loan or extended insurance value at the 
end of three years in the same pro- 
portion as on regular life policies. 


Bank Only a Depositary 
The policy is issued in any size, pro- 
viding it is a multiple of $600, and at 


anapolis, 


any age between 15 and 60 years. 
Policies are issued to either men or 
women. The banks act only as a de- 


positary, deducting the premium from 
each savings account semi-annually and 
sending it in direct to the home office 
of the Century Life. The banks them- 
selves cannot sell the Century Savings 
Plan Policy, as it is called. Only the 
regular salesmen of the Century can 
act as the selling agents for the policy. 
The same iull ordinary life commission 
is paid to each salesman securing a con- 
tract. 

The plan is to have a man contract 
to deposit $5, or a multiple of that 
amount, each month in a certain bank 
for a period of ten years. His savings 
are to draw 4 percent interest, com- 
pounded semi-annually. If he passes 
the physical examination, an ordinary 
life policy is issued to him. The size 
of the policy is according to the amount 
he contracts to deposit each month. At 
the time the bank credits him with 
his semi-annual interest the bank is 
to deduct the semi-annual premium of 
his policy and pay it to the Century 
Life. At the end of ten years, pro- 
viding he has kept his deposits up, he 
has his savings, plus 4 percent interest 
compounded semi-annually, less the 
premiums on his policy. In addition, 
he has an ordinary life policy ten years 
old, which has a cash, loan and extended 
insurance value. If he desires, he may 
continue carrying this policy by paying 
the same semi-annual premium directly 
to the home office of the Century Life. 


Can Withdraw at Any Time 


Each depositor has the right to with- 
draw his savings account and stop mak- 
ing the monthly deposits at any time. 
In such a case the depositor gets his 
savings, plus 4 percent interest com- 
pounded semi-annually, less the semi- 
annual premium of his life insurance 
policy and an ordinary life policy. If 
the policy is three years old, it has a 
cash, loan and extended insurance value 
which he can use as he sees fit. The 
policy may be kept in force by paying 
the same semi-annual premium to the 
Century. 

If a youth 21 years old contracts to 
make a deposit of $10 a month for ten 
years at a certain bank, he will have 
savings of $1,273.29 at the end of ter 
years. In addition, his life insurance 
policy calls for $1,200 in case of death. 
The policy being ten years old, has a 
cash or loan value of $77 or an ex- 
tended insurance value of over eleven 
years. In case the youth decides to 
cash his policy in, he will have total 
savings of $1,350.29. By paying the 
same premium to the home office, he 
may continue carrying his policy. A 
deposit of $5 a month gives the de- 
positor an ordinary life policy for $600, 





intial 27, 1922 





PHOENIX MUTUAL PLAN 
HAS ADVERTISING CAMPAIGN 


Winslow Russell Tells About Project 
the Company Has in Mind for 


National Publicity 


Winslow Russell, vice president of the 
Phoenix Mutual Life, recently visited 
Los Angeles and was the guest of honor 
at a banquet and agency meeting given 
by the local office of his company. The 
attendance at the banquet numbered 
about 50 and included the wives of 
agents. The gathering was addressed 
by Mr. Russell, who outlined the plans 
of the company for enhancing the effi- 
ciency of its salesmen and increasing 
the producticn of new insurance, 

While in Los Angeles, Mr. Russell 
made the announcement that a national 
campaign of advertising in daily news- 
papers is about to be launched by the 
Phoenix Mutual Life. He stated that 
a conservative estimate of the value of 
human life in America is $750,000,000,- 
000, and the fact that only $50,000,000 of 
this amount is protected by life insur- 
ance indicates the necessity of getting 
the business before the people through 
advertising. This need is being gen- 
erally recognized by life insurance in- 
terests, he said, and while publicity of 
the character mentioned is a new de- 
parture for his company, it is believed 
to be the best method of accomplish- 
ing the desired results and a contract 
has lately been signed with a great 
advertising agency which contemplates 
an immediate and exhaustive study of 
the market. The information gained 
from that study will be the basis.of the 
proposed advertising campaign. 

In referring to the matter of national 
institutional advertising, Mr. Russell 
stated that a contract has recently been 
made for the preparation of a master 
film telling the story of what life in- 
surance is and does, copies of which 
are to be used in Rotary and Kiwanis 
clubs and in schools and colleges. 


Agency Conference at Madison 

Wisconsin National Life agents, 
headed by John C. Kuck, general agent 
for southwestern Wisconsin, held their 
annual conference at Madison last 
Thursday. R. F.. Martin, secretary and 
auditor, and E. A. Hanks, superin- 
tendent of agents, from the home office 
at Oshkosh, attended. 


The afternoon was given to a discus- 
sion of life insurance and sales prob- 
lems, H. G. Marty, Jerry R. Coulter 
and L. E. Brown of the Madison agency 


leading. The conference closed with a 
banquet for the agents and their wives. 


Essay Contest in South Dakota 


Much interest has been aroused in 
life insurance in South Dakota by the 
high school essay contest conducted by 
the state agency of the Mutual Life of 
New York, for which prizes totalling 
$50 in gold were offered. The sub- 
ject was “The Value of Life Insurance 
to the Individual and the Community,” 
and some excellent essays were sub- 
mitted by the South Dakota students. 


$1,200 





$10 calls for a 
etc. 


Policy Selling Well 


while a month 


policy, 


The policy, so far, has met with re- 
markable success as a selling medium. 
Some of the Indianapolis representatives 
of the Century Life have averaged sell- 
ing better than a policy a day since the 
plan was put into effect. 

At present only the two banks at 
Indianapolis have been appointed, but 
the Century is planning to make con- 
nections with banks all over Indiana 
scon and later may broaden out into 
its entire territory with the plan. 
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FINANCING BUSINESS 
IS BIG PROBLEM TODAY 
(CONTINUED FROM PAGE 1) 
with their 1921 record. If there is any 
money to be found these days, it is in 


the cities. 
Bid for City Business 








In the cities there are certain occu- 
pations that are thrifty and the people 
in them are making money. Some com- 
panies are finding it necessary to re- 
cast their agency arrangements and 
make a bid for city business. The line 
of least resistance for a number of 
companies has been in the country. 
They could do their business more 
economically and _ satisfactorily. The 
business in the cities is far more ex- 
pensive and in case of the smaller com- 
panies is not as good in quality as can 
be gotten in the country. The bond 
houses in the cities are having no diffi- 
culty in selling securities. Evidently 
there is money to be had. People are 
purchasing stocks and bonds at a com- 
paratively low price while the going is 
good. This perhaps has had an effect 


at Holes 





on the sale of life insurance. More AT holes cost money. They represent waste and ought 
money is going into investments than 
erdinarily. The strong upward turn in to be plugged up. 


the stock market has inveigled addi- 
tional people to purchase securities. 
By the way, a number of life companies 
have taken advantage of the situation 





in the stock and bond market to make Most effective plugs against the waste of time and energy 

some very excellent investments at a x p 

most profitable figure. for the earnest life insurance agent are furnished by The 
Basinees of the Penseensle Lincoln National Life Insurance Company. 


The advance statement from the Illi- 
nois department shows that last year the 
Illinois fraternals had in force in their 


memne state Bee, St. SVI8.008.STT. They The experience of The Lincoln Life official family, which 


received from members in Illinois $13,- 





801,213 and paid out $8,976,156. The . . 
total fraternal business in force in the is made up of men who have carried rate books themselves, 
the claims paid amounted to #1241773 goes to work with the Lincoln Life agent and helps him 





direct his energies along the most telling lines. 
“THE COMPANY OF CO-OPERATION” 


DES MOINES Quick issuance of policies conserves his time. Acceptance 


LIFE AND of risk on practically every application he sends in makes his 
ANNUITY energies count for most. 


COMPANY 


You are sure that all possible waste in your conduct of 


We will insure the whole family! ° ° —— 
Any plan, any age, either sex! business will be eliminated when you 


This ts a service our men 
appreciate these days. 


If it appeals to you, write 


oS eS ooo = — 
(Cink up (win THe (LINCOLN) 








HOME OFFICE 
i DES MOINES 8-7 Bide.) IOWA 


or ™E2 oxcor|| Lhe Lincoln National Life 
FIDELITY LEAD SERVICE Insurance Company 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distmbuted 47,604 direct leads—all in- 


terested prospects who had requested ° ”? 
information. In 1921 this cn oat “Its Name Indicates Its Character 

Fidelity’s original policy contracts, 
brought us within 7%4% of the unparal- 


leled new business result of 1920. e . . . 

per eeeey, cooenans fa S conte. Pt invst Lincoln Life Building Fort Wayne, Ind. 
fae ones SEES Telakely corcing 
a ae athe te Ge ae Now More Than $205,000,000 in Force 
1 FIDELITY MUTUAL LIFE 

INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 
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Can Be Done With Plain Talk 


certain amount of group 
sold by high-sound- 
it for 


a good many 


Because a 
s been 


of 


insurance ha 
ing description what will do 
employers and employees 
to the conclusion 
not for them 
cannot picture them- 
acquaintances among 
talking with 


the 


agents have come 
that group 
to sell. They 
selves calling on 
the employing class and 
about 


insurance is 


a straight face problems 
which employment engineers 
learnedly. They they 
laughed out of court should they go to 
the men known them for 
years as human beings and 
use the language of efficiency men. 
But these things which have scared 
them away from group insurance are 
only the natural consequence of the 
study of problems involved in the hir- 
ing and management of workers. These 
things which sound so high-brow to 
some and so buncombe-like to others 
are but the of a line of 
business investigation. They are only 
the results of men striving to select 
words that exactly fit the meaning they 
wish to convey and naturally selecting 
words that obscure the meaning because 
the words that exactly fit are obscure 
as far as common conversation go. 
The man will trans- 


discuss 


feel would be 


who have 


ordinary 


vernacular 


insurance who 


Foot Work and Brain Work Needed 


Tue Mutvat LIFE, in its agency paper 
“Points” handed out some plain philos- 
ophy the other that had to do with 
every day soliciting. Many 
about the achievements of the great pro- 
ducers. They 
ful work is done. 
of all kinds of literature, 
tistics and one thing and another to help 
life insurance agents. They are all useful 
and valuable. The Murua. Lire, how- 
ever, states that this ammunition is use- 
less unless it used. Prospects must 
be seen and the canvass must be hard. 
There are some marvels in the business 
who have, seemingly, wizard-like brains 
and a particular genius that enables them 
to impress people to such an extent that 
with a small amount of talk they are able 
to get signatures on the dotted line that 
mean hundreds of thousands of dollars 


day 
agents read 
wonder how this wonder- 
We have today a flood 
diagrams, sta- 


is 


Restoring Shrunken Estates 


UnpousTEeDLy many life insurance men 
are selling insurance today on the 
ground that estates have suffered a 
shrinkage and life insurance offers the 
best medium to restore them to their 
original status. Almost every line of 
business has suffered. Securities de- 
preciated from the high record of 1920. 


| disposition 


late back into simple English many of | 
the expressions that have grown up 
with employment activities and with 


welfare work among employes will find 
plenty of employers ready to listen to 
the case of group insurance presented 
in an overall vocabulary. 

During the war a good many 
ployers followed strange gods in their 
efforts to hold employes and to secure 
Then came deflation and a glut 
labor market. Overboard went 
of the doctrines of the new re- 
ligion. Overboard went some that 
will be fished out, dried out and put 
into practice again when employers get 
a less prejudiced view of things. The 
pendulum, which swung in one direction 
a long way during expansion, swung a 
long way in the other direction when 
the depression came. It is now resum- 
ing its natural swing once more. 
not discarded 


em- 


more, 
the 
many 


in 


Group insurance was 
to any appreciable degree, but much 
of the selling material which proved 
effective in other times has been dis- 
carded. We are back to plain talk 
about plain facts. Much group insur- 
ance sold during the next few years 


will be sold by simply termed appeals 
to the altruism of employers rather 
than by glittering gems of expression. 


The average man, however, is 


insurance. 
not so gifted. He is cast in a more 
ordinary mold. He must be content to 


achieve in a smaller way. 

The Mutvat Lire makes this comment 
which is very pertinent: 

Charts, graphs, proposals, prospec- 
tuses, synopses and the like, are useful, 
if skillfully handled. But they can be 
useful only if you see people, and see 
people, and see people. The basis of all 
life insurance production, for all except 
those wonders who write million dollar 
policies, is the call—foot work and brain 
work, and, of the two, foot work has a 
trifle the best of it. If you call and call 
and call you are bound to have a suffi- 
cient percent of interviews to produce a 
cecent volume of business, even though 
you are not a Rosen or an Allbright or 
a Chris. Anderson. If you are long on 
planning and short on calling and are 
disappointed in the amount you write, 
change your method, Call more and plan 
less, for there is a demonstrated arith- 
metical relation between the call and the 
commission. And Dec. 31—the day of 
record-fixing—is on the way. 


Many a merchant and manufacturer was 
forced to meet a tremendous decrease in 
inventories. Some agents who have 
written very comfortable amounts of 
insurance this year say that this is the 
chief argument that wins. Life insur- 
ance comes in to bridge over the chasm. 
It puts an estate back to the original 
amount. 


| pany 


| charitable 








on GLIMPSES OF LIFE UNDERWRITERS 





The death of Mrs. A. Judson Sage, 
mother of President John D. Sage, of 


the Union Central Life, occurred last 
week in Cincinnati. Mrs. Sage was 
the widow of Dr. A. Judson Sage, who 


for many years was editor of the U nion | 


and previous to that 
Mrs. 


Central “Advocate” 
a Baptist minister and educator. 
Pennsylvania 


Sage was born in 

1884. Her parents having died when 
she was a child, she came to Cincinnati 
and was reared in the family of her | 
uncle, Dr. John Davis, at one time | 
president of the Union Central, after 


whom the present president of the com- 
was named. Dr. Sage died some 
years ago. Mrs. Sage possessed a 
sweetness of character and an amicable 
which endeared her to a 
circle She was interested in 
and civic work in Cincinnati 


large 


and was one of the founders of the 
children’s public playgrounds. She is 
survived by a son and two daughters, 
Tohn D. and Misses Helen and Alice 
Sage. 

A portrait of the late Judge George 
H. Noyes, general counsel for the 
Northwestern Mutual Life, was pre- 
sented to the circuit court of Milwau- 
kee county by Mrs. Noyes and family 


last week. Judge Noyes served two 
years as judge of the old superior court, 
having been elected in 1888 and resign- 
ing two years later to enter the law 
firm of Miller, Noyes & Miller. He 
later became general counsel for the 
Northwestern Mutual. On the occa- 
sion of presenting the portrait, ad- 
dresses eulogizing the jurist, who died 
in 1916, were made by Judge L. W. Hal- 
sey and Attorney Thomas Spence. 
Whether the acceptance of a contract 
from the Mutual Life of New York 
conduces to longevity or not is a ques- 
tion, but it is worthy of remark that the 
Mutual Life numbers among its mem- 
bers at least eight centenarians, and an 
additional number who will attain that 


distinction if they be spared a few 
years more. 
The latest addition to the list is 


Thomas Joseph West, an honored resi- 
dent of Wheatley Hills, L. I., who cele- 
brated the 100th anniversary of his 
birth last Thursday. Mr. West was a 
boy when LaFayette visited New York 
and distinctly recalls being held upon 
the lap of the gallant marquis. 

J. P. Fordyce of Spokane, Wash., 
agency manager of the New World 
Life, has been on a trip through Minne- 
sota and Wisconsin and is now in Chi- 
cago and other Illinois points. Mr. 
Fordyce intends to organize Illinois 
more intensively and also to stimulate 
production in Iowa. He has been on 
a trip through the Pacific coast and re- 
ports conditions greatly improved. Cali- 
fornia, Minnesota, and Wisconsin are 
the three best states for the New World 
Life. Mr. Fordyce is one of the ag- 
gressive agency executives of the coun- 
try and has been instrumental in build- 
ing up a splendid organization for the 
New World Life. 

The John Hancock Mutual “Signa- 
ture” features in its current issue its 
state agent for Maryland and the Dis- 
trict of Columbia, Ernest J. Clark of 
Baltimore, who is prominent in the Na- 
tional Association of Life Underwriters. 
Mr. Clark has made a great record at 
Baltimore. He has brought the company 
to the front in the territory in less than 
25 years. The insurance in force has 
increased 30 times in his agency and the 
premium income 70 times. 

Mr. Clark was born June 1872, 
near Newtonville, O. He graduated 
with the class of 1890 at the National 
Normal University of Lebanon, O. He 
taught school for a year and then en- 
tered the life business at Cincinnati. 
Later he was appointed superintendent 
of agents in Ohio for the Mutual Bene- 
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CLARK 


ERNEST J. 


fit Life and in June 1894 became asso- 
ciated with the John Hancock Mutual 
as superintendent of agents for Ohio 
and West Virginia in the general agency 
of J. C. Campbell of Columbus. He 
showed his mettle in this work so that 
the John Hancock made him state agent 
in Maryland and District of Columbia 
in January, 1897. Mr. Clark was one 
of the organizers of the Baltimore Life 
Underwriters Association, serving as 
its secretary and president. In 1904 he 
was made secretary of the National as- 
sociation and was reelected the two fol- 
lowing years. In 1909 he was chairman 
of the executive committee and in 1913 
was elected president. Regarding Mr. 
Clark the John Hancock “Signature” 
says: 
The fundamentals of Mr. Clark’s man- 
agement are service and representation 
—the highest standard of service to 
policyholders and the best possible rep- 
resentation throughout his district by 
the high-grade character of his agents. 
These two basic principles have formed 
the character of the agency, which is 
looked upon as a pattern for that sec- 
tion of the country, and have established 
a standard for which many other agen- 
but few attain. 
$1,000 policyholder may 
considerate thought and 
carrying $50,000 or 
both instances the 
the is the aim 
agency. 


That the re- 
ceive the same 
service as the 
more and that 
treatment shall be 
and practice of this 

Mr. Clark’s service plan is very broad, 
comprehending the individual require- 
ments of an applicant for insurance as 
based upon his dependents, business or 
profession, financial condition and the 
proper provision for the education of his 
children. In some cases the idea even 
extends to advice relative to applicant's 
will—providing necessary forms and 
service in conjunction therewith. In 
addition to all this there is, of course, 
that general service to established pol- 
icyholders, which is maintained on the 
highest plane, 


one 
in 
best, 


The Inter-Mountain Life of Salt Lake 
City, Utah, features in its agency bulle- 
tin this month its president, J. O. 
ter. Mr. Carter is one of the vigorous, 
successful life insurance executives of 
the far west. Before he entered life 
insurance work he was a teacher. Be- 
fore the establishment of the Inter- 
Mountain Life, Mr. Carter had been 
connected with the old Security Trust 
& Life of Philadelphia, the Continental 
Life of Salt Lake City and the Bank- 
ers’ Reserve Life of Omaha. Mr. Car- 
ter is the dominant factor in the or- 
ganization and is chiefly responsible 
for the success of the institution. 


Tr 


M. E. Singleton, president of the 
Missouri State Life, and William E. 
Russell, second vice-president, who have 





just returned from a trip through the 
Southwest, West and Northwest, visit- 
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BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


$20,700,000.00 


Assets ... 





TWENTY PAYMENT LIFE POLICY 


Wynore, NeprasKA, January 6, 1922. Matured in the 
Bankers Life Insurance Company, 
Lincoln, Nebraska. OLD LINE BANKERS LIFE INSURANCE 
GENTLEMEN It is with pleasure that I acknowledge receipt, through your General COMPANY 
Agent, A. H. Gray, of your draft for $856.82, being the cash surplus earned on my 20-year 


policy which matured this day. of Lincoln, Nebraska 
for my family, not figuring on 


When I bought this insurance I took it for protection 


my investment, but it has proven to be a real investment, as I only paid $1,516.00 in the entire , 
twenty years, now I receive a $2,000 paid up participating policy for life and $856.82 in cash, Name of insured............. Melvin L. Rawlings 
which gives me a net profit of $1,339.82. I never heard of any other Company paying such ei ne dedekean Wymore, Nebraska 
a large profit on matured policies. I shall be glad to recommend your Company to anyone I Oe as bik edcSectucwevesaes $2,000.00 
wishing Life Insurance. Total paid in premiums.................. 1,516.00 
Thanking you for your prompt and liberal settlement, I am, 
SETTLEMENT 
Yours truly, 
M. L. RAWLINGS Total cash paid Mr, Rawlings............ $ 856.82 


And a paid up participating policy for $2,000.00 





If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 











Kansas Is Lea 


The people of Kansas are not marking time 
waiting for the rest of the country to show 


mg Ihe Way 


ings in ten principal cities of Kansas show 
7% better than the entire district. 


a resumption of business activities. Kansas 
is already leading in the central west. During 
the month of October, five principal cities 
of Kansas showed an increase of 164% in 
new building over October, 1920, in com- 
parison to an increase of 74% for the entire 
tenth Federal Reserve District. Bank clear- 


TOPEKA 





In the heart of this aggressive state, is the 
Liberty Life, ready and willing to equip its 
agents with every vossible help in their task 
of soliciting their prospects. It is working 
hand in hand with its agents striving always 
to carry on the good work of the people 
of Kansas. 


Truly, Kansas is Leading The Way. 


Liberty Life Insurance Company 


KANSAS 
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Seventy-Nine Years of Service 


Our first policy was issued in 1843. 

Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
and beneficiaries, and had accumulated $675,319,164 for them. Dividends 
to policyholders totaled $361,465,227 in the same period. 

Total insurance in force at the end of 1921, $2,472,651,779. 

Corporations and Partnerships protected by Business Insurance. 
Inheritance tax provision for large or small estates. Philanthropic in- 
stitutions endowed. Income policies for the protection of homes and 
dependents. Annuities for the aged. Up-to-date Disability and Double 
Indemnity provisions. 


For terms to producing Agents address 


The Mutual Life Insurance 
Company of New York 


34 Nassau Street, New York 




















A Wider Field 
An Increased Opportunity 


ped Agents can sell policies on the annual premium plan, up to pea 7, to you: 

women as young as age 2—protective i insurance and Educatio’ 
mm Business Start Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents considerably. We issue 
Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnity provisions poe nye 
any kind of fatal accident, or with Double Indemnity provisions covering 

travel accident only, as may be desired. 

We issue policies with waiver of Premium and Disability Annuity or Installment 
Payment features. 

We insure males and females at the same rates. 


OLD COLONY LIFE 


INSURANCE COMPANY 
CHICAGO, ILLINOIS 














SIX YEARS OF PROGRESS 


End of Year Insurance in Force Reserves Assets 

1916 $1,504,904 $9,778 $429,373 

1917 3,014,388 43,502 678,555 

1918 4,507,824 100,914 775,154 

1919 8,556,794 205,203 941,380 
1920 12,112,174 365,286 1,127,761 
ior $16,331,992 $574,921 $1,367,692 


Surplus to Protect Policyholders - - $757,992.36 


Assets $2.06 for every dollar of Liability, 
and a corps of live satisfied agents. 


The Shenandoah Life Insurance Company 


General and District Agency openings in Arkansas, North Carolina, 
Virginia, West Virginia and New Jersey. 


On Agency matters address—W. F. Macallister, Agency Manager. 











In Business Since 186 








—eutityh 
LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 

















i the general agencies and branch 
offices of the company located in these 
sections, report a decided improvement 
of business in these sections. The in- 
crease in the price of agriculture prod- 
ucts and live stock, and the promise of 
a new crop of good proportions, has 
produced an optimistic note in the gen- 
eral tone of business throughout the 
country. 

Mr. Singleton also visited the Hono- 
lulu office of the company and reports 
the company’s interests on the island in 
a very satisfactory condition. 


Oak E. Davis, a former newspaper 
man, recently made manager of the 
Lincoln agency of the Security Mutual 
Life of Lincoln, Neb., a newly -created 
position, has built up a staff of five city 
solicitors who are hitting up a clip that 
promises to put the Lincoln production 
over the million mark for this year. Last 
year the company wrote but $350,000 in 
its home city, 

Mr. Davis says that system and mod- 
ern methods of putting “pep” into the 
working force are the ingredients of 
this successful operation. Each of his 
five men put in their whole time on 
the work. Each is required to turn in 
a stated quota of business, and each 
is backed up and assisted in lining up 
prospects and in getting the name on 
the dotted line. 

One of the check-up methods Mr. 
Davis uses is that of keeping a record 
of the daily interviews of each solicitor. 
This record is posted up where all the 
world can look at it. It has proved to 
be a big incentive to the workers. This 
plan is but an adaptation of the cus- 
tomary methods of the city editor of a 
daily in dealing out assignments and 
checking up on results. 

Most of Mr. Davis’ mature years were 
spent in agricultural journalism. He 
developed a side line largely made up 
of accessories in the cattle and hog 
raising business, and resigned to take 
care of his growing business. He was 
induced to utilize some of 
this left him to write insurance for the 
Security Mutual about two years ago, 
and met with such success that he 
turned over control of his private busi- 
ness to an associate and gave full time 
to the insurance business. His promo- 
tion came as a result of successful un- 
derwriting. 


Assistant Secretary C. H. Symonds 
of the life department, Aetna Life, who 
has been absent for three months on 
account of a severe attack of typhoid 
fever, has now undergone an operation 
at the hospital for the removal of an 
abscess. Mr. Symonds is an active of- 
ficer in the home office, having in 
charge several special matters in addi- 


the leisure | 








tion to his departmental activities, and 
his early recovery is hoped for by all 
associates. 

Frank C. Burian of the St. Louis 
agency of the Missouri State Life has 
set a high record in production. In 
February Mr. Burian was successful 
in getting 32 names on the dotted line. 
In March he doubled this high mark, 
writing 60 applications for a total vol- 
ume of $64,500. His paid-for total for 
the month kept pace with his written 
business, $59,000 paid-for in March. 
Mr. Burian has made a wonderful rec- 
ord during the early months of 1922, 
which, if maintained, will help him to 
equal or exceed the record established 
in 1921 by Thos. J. Farris, who wrote 
410 applications last year. 


Robert M. Buckmaster, agent for the 
New Engiand Mutual in Hartford, 
Conn., holds the record of that com- 
pany for continuous weekly writing of 
new business. Not once during the 
past 428 weeks has he missed fire; in 
other words, he has produced at least 
one application a week for more than 
eight years. His applications average 
$1,500. 





Complain of Kansas Action 


complaint is heard in life in- 
surance circles because of an employe 
of the Kansas insurance department is 
charging companies $5 for statistics on 
life insurance operations in that state. 
Life officials say that this information 
is being compiled for personal profit 
when it should go out as a department 
report. Many departments. send out 
preliminary sheets, giving just the fig- 
ures that this employe offers. The re- 
port gives the following information: 
“Total income, total disbursements, 
total admitted assets, capital stock, sur- 
plus, miscellaneous liabilities, amount of 


Some 


insurance in force Dec. 31, 1920, amount 
of insurance in force Dec. 31, 1921, 
number of policyholders, insurance 
written in 1921 and losses paid. Also 
the following information about the 
business done m Kansas. Number of 
policyholders, amount of insurance in 
force Dec. 31, 1920, amount of insur- 
ance in force Dec. 31, 1921, net prem- 


iums received and losses paid.” 


Insurance Men Ad Club Officers 


manager of the sales pro- 
Phoenix Mutual Life, 
was elected president of the Hartford 
Advertising Club last week. J. W. Long- 
necker, advertising manager of the 
Hartford Fire, was chosen vice-president 
and Clarence T. Hubbard, Aetna Life, re- 
elected director. 


Leon Soper, 
motion department, 








paper, etc. 


turn out a high grade job. 


near future, write us. 





TO LIFE COMPANIES 


The National Underwriter Company has unusual facilities 
for getting out company rate-books, dividend booklets, 
etc., for companies requiring the finest work, quality of 
Our publication of the Little Gem Life Chart, 
Unique Manual Digest, etc., gives us the necessary ex- 
perience in handling difficult and compact set-ups of the 
pages and proper binding either in real leather or fabri- 
koid. The ordinary printer will have difficulty in han- 

dling this class of work and without experience will not 


Our prices have proved in competition to be the lowest, 
due to the experience and facility gained by our printers 
in handling the Digest and Little Gem. 


If you contemplate getting out a new rate-book in the 


THE NATIONAL UNDERWRITER COMPANY 


Insures all cl lected lives, issui licies on the ordinary, intermedia 

industrial plan at all > Se It also insures against total and permanent disability. Police 420 East Fourth Street 
of the company are reserves maintained on the est standard, Cincinnati a - Ohio 
ditional contingent aaa inst all 

Advice on [ meatier oe —, te "Lite Insurance ie Available at any time through x 

Zeanaies ¢ or Company. 
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PAN-AMERICAN | 


POLICY| 





ACCIDENT AND HEALTH SCOPE 


Will Issue Both Cancellable and Non- 
Cancellable Disability Contracts 
—To Give Excellent Service 


The Pan-American Life of New Or- 
leans, which recently opened an acci- 
dent and health department, is not only 
issuing non-cancellable forms but also 
has a cancellable contract. The Pan- 
American writes sub-standard life busi- 
ness as well as standard and hence the 
cancellable contract frequently may be 
used where it would have to deny the 
applicant protection if the only service 
it extended in this field was that usual 
to the non-cancellable form. In other 
words, the company says that the can- 
cellable form tides over the period un- 
til the applicant will be eligible for 
noncancellable disability. 


Manager Davidson's Statement 


R. O. Davidson, the manager of the 
health and accident department, says | 
that “We have established an accident 
and health department to care for that 
particular branch of our service, but 
we do not encourage our agents to look } 
upon this new field as something sepa- 
rate and distinct from the life depart- | 
ment, but rather as an integral part 
of the organization as a whole. As an | 
entering wedge and producer of life in- 
surance, the noncancellable accident and 
health contract probably has no equal 
teday. Having in mind the additional 
income which it will provide our agents, 
we do not confine the issuance of acci- 
dent and health policies to those who 
either apply for or hold life insurance 
with the company today, but rather the 
reverse. We encourage our agents to 
make use of the accident and health | 
service as an initial effort to interest an 
applicant in the company and its serv- 
ice. Of all insurance accident and 
health is probably one of the easiest to 
sell. 


Gets Medical Examination 


“We require the full medical examin- 
ation for our noncancellable forms and 
on the strength of this an agent may or- 
der a life policy in such amount as may 
seem to fit the occasion. In this man- 
ner the agent is able to overcome what 
is probably the most difficult feature at- 
tached to the solicitation of life insur- 
ance, namely, the securing of the med- 
ical examination for such a contract. 
While we would like to see a life policy 
placed with every accident and health 
contract, it is not incumbent upon the 
agent that it be so. It is his privilege 
to write these lines and distinct from 
one another. 


Company Having Good Year 


“Up to date this is one of the best 
years which the Pan-American Life has 
enjoyed. Our writings show a substan- 
tial increase over last year. Undoubt- 
edly this is due in part to the aid which 
the accident and health service is ren- 
dering the agency force, notwithstand- 
ing the fact that it is still new to most 
of them. We are confining our acci- 
dent and health contracts to but three 
in number, one cancellable and two 


| March 1, 1922 


| has a membership of about 


LIFE 


JUNIOR CLUB LAUNCHED 


NATIONAL FIDELITY PROJECT 


How a Life Insurance Company Ex- 
pects to Line Up a Large Number 
of Boy Policyholders 





The launching of the “Junior Million 
Dollar Club” in Sioux City by the Na- 
tional Fidelity Life of that city, April 
8, marks the first organized effort on 
the part of an old line company to spe- 
cialize in selling insurance to boys be- 
tween 10 and 21 years of age. 

By giving a banquet to 150 boys at 
a leading hotel, the company completed 
its task of selling 
youngsters, and each now is paying 10 
cents a week on his choice of policy. 

The process of making entertainment 
out of insurance talk and to gather the 
prospects into a large body of interested 
listeners was evolved by E. C. Wol- 





insurance to the | 


cott, vice-president of the company and | 


manager of the boys’ department. Mr. 
Wolcott formerly was a Y. M. C, A. 
secretary and his knowledge of boys en- 
abled him to see the “boy” viewpoint 
sufficiently to work out a feasible plan 

The object of the newly formed club 
is twofold: First, to allow the com- 
pany to reach into a virtually un- 
touched field of prospects, and second, 
to impress upon the men of tomorrow 


the necessity and value of life insurance. | 


Fraternals Adopt Old Line Rates 


The Catholic Order of Foresters has 
adopted the American experience 4 per- 
cent rate for all members joining after 


Members admitted prior 
to Jan. 1, 1913, are rated at attained 
American Experience Table 
at 4 percent, the change to become ef- 
fective July 1, 1922. Those joining be- 
tween Sept. 31, 1912, and March, 1, 1922, 


ages on the 


have not been disturbed. This class 
numbers about 50,000 and has been pay- 
ing N. F. C. 4 percent rate The order 


160,000 

The North Star Benefit Association of 
Moline, lll, is another fraternal order 
which has adopted new rates at attained 
ages to members of Class A, to take ef- 
fect Jan. 1, 1923. The increase amounts 
to from 5 cents per $1,000 per month 
at ages 18 to 29 to 55 cents per $1,000 
per month at age 59. 


noncancellable, making it a very simple 
matter for the agent to arrive at an 
understanding of this coverage without 
the confusion that a large number of 
contracts invariably causes. In so far as 
our plans for the 
department are concerned we intend to 
continue along the same lines in the 
future, extending the double service, 
first to the policyholders, second to en- 
able the agent to increase his income 
through the medium of commissions 
procurable on his accident and health 
premiums, and above all the additional 
life insurance he can procure as the re- 
sult of the aid of this service.” 





Will 0, Ferguson, district superintend- 
ent of the Penn Mutual Life at Evans- 
ville, Ind., was a candidate for the Demo- 
cratic nomination for the legislature 
from his county, but his papers sent to 
the secretary of state arrived too late to 
be filed. 


accident and health | 
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Chicago’s Finest Hotel 
Hotel La Salle has won this 


title with an experienced and 
critical public because of its 
happy blend of old and 








new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and serv- 
ice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 




















More Than 1!4 Million Policies Now In Force 


Only four other life insurance companies in America have more 
licy contracts in force than this company. A study of the 
fol llowing growth in ten years is invited: 
Jan. 1, 1911 Jan. 1, 1916 
$ 5,614,764 $10,279,663 
371,106 613,615 
49,245,028 89,596,833 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 





Jan. 1, 1922 
$ 28,295,931 
1,294,394 
265, 197,626 


Assets 
Policies in Force 
Insurance in Force 











Having recently entered the States of 
Texas and Minnesota we have desirable 
territory open for General Agencies 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 








Double Indemnity 





BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Disability Benefits 
Reducing Premiums 
SEE THE NEW LOW RATES 


ORGANIZED 16680 





Mit 





INSURANCE CO. 
66 BROADWAY 























THE 





1867 EQUITABLE LIFE 19”? 


Insurance Company 


OF IOWA 


Results of 1921 
Insurance in Force...............0+e0¢: $286,934,61 6.49 
Admitted Assets......... ; ....$ 39,234,839.04 
Ratio of Actual to Expected Mortality 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 











Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 











The Farmers & Bankers 
Life Insurance Company 


Invites Inspection—Inquiry of Integrity . 


It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Home Offices; Wichita, Kansas 
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Reinsurance Service is Everything : 
That You Have a Right to Expect 
of This Company 
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SUMMARY OF INDUSTRIAL BUSINESS 


T 


HE PRUDENTIAL has gotten out a table showing the summary of the 
statistics of the industrial life companies for the year ending Dec. 31, 1921. 
This includes the companies that write weekly payment insurance but does 


not include health and accident industrial companies. Altogether there are 22 
companies writing industrial, and 21 of these write ordinary. The table is as 
follows: 

Number of 

Companies Policies 





Insurance Items Reporting Number Amount 

Industrial Insurance in Force............++--. 22 50,945,864 245 
Ordinary Insurance in Force.......... . 21 6,091,645 

Industrial and Ordinary Insurance in Force 22 57,037,509 

Indust. Insurance Issued, Revived, Increased. 8,866,730 

Ordinary Insurance Issued, Revived, Increased 1,108,556 

Indust. and Ord. Ins. Issued, Revived, Increased 9,975,286 

Industrial Ordinary 

PROMISE EROGERS ccccccccccscocecesseess $ 147,934 $ 240,898,637 

Total Income ..... ie iat ake eel oneen $37,411,317 295,024,361 

Claim Payments, inc, Mortuary Dividends 69,173,164 63,102,463 

Industrial Dividends ma ee mea eee *16,479,963 a oe ei 
Total Payments to Policyholders. 15,180,073 95,011,463 190,191,536 
Total Disbursements, all purposes —_ 206,916,863 | 749,142 360,666,005 
Reserve on Insurance in Force........ . 1,005,970,794 1,039,124,948 

BOC CRUG DUO ce ccs ctcweceseecc rows 


(Including Capital Stock).... 


Funds (Surplus) 


Liabilities 
Unassigned 





*$2,.214,807 of this amount represents mortuary and $14,265,156 represents other 
dividends, 
Resume, 1911-1921 

Payments 

to Indus- 
trial Policy- 
holders Plus 

Industrial 


Industrial Re- 
serve Increas¢ 
(over previous 


Payments to 
Industrial 


Industrial 
Claim 


Industrial 
Premium 








Income Payments Policvholders year) Reserve Increase 

1911 .. .$116,904,962 $39,090,490 $ $9,002,707 $ 31,910,106 $ 80,912,813 
1912 125,224,393 41,245,918 52,601,384 $1,647,825 94,249,209 
SUES «4468 ‘ $4,542,306 57,442,253 46,049,835 103,492,088 
1914 17,926,020 64,067,359 445 ) 
1915 15 49,107,021 66,492,581 ,38t 
1916 l 54,635,165 72,049,045 73, 
1917 l 59,161,651 77,660,796 

1918 l 89,503,638 110,515,615 

1919 225,097,027 67,054,013 88,598,561 180,905,347 
1920 ... 254,685,949 69,586,019 89,127,055 190,734,926 
1921 283,147,934 69,173,164 95,180,073 217,006,044 





Original 
Insurance 


Actuarial Department—Statistical Division, The Pruden- 


of America, 


Tabulation, 


tial Company 


EQUITABLE CHICAGO MEETING | a sales congress, Dr. Stevenson cover- 
ing the various phases of life insur- 
ance salesmanship, assisted by the pro- 
ducers of the company. General Agent 
\V. M. Hammond, whose agency broke 
all of the district in 


Educational Conference Held This 
Week Took Place of Customary 
Regional Rally 


records Chicago 


March, was chairman of the morning 

The Chicago agency force of the | session. Che division of the sale as 
Equitable Life of New York held a/! outlined by Dr. Stevenson were taken 
two-day educational conference Tues-| up separately. These were “The Ap- 
day and Wednesday of this week.| proach,” “The Sales Talk,” “Meeting 
This two-day program, staged under! Objections” and “The Close.” Super- 
the supervision of H. P. Berls, resident | yisor Berls was chairman of the clos- 
supervisor, takes the place this year | ing session Wednesday afternoon. The 


conservation program the company 
was discussed and various new branches 
underwriting outlined by 
Dr. Stevenson dis- 


of the regional conference of the com- of 
pany. A valuable educational and sales 
program was given and Dr. John A. 
Stevenson, second vice-president of the 


of msurance 
leading producers. 


company, was present from the home] cussed business insurance and Mr. Bar- 
office. ber “Insurance to Meet Inheritance 
The Tuesday morning session was| Taxes.” The conference was closed by 


Dr. Stevenson with a talk on “Plans for 
the Coming Year.” 


devoted to a general survey of the life 


insurance business and modern devel- 


opments in _ solicitation. Courtenay — 
Barber, one of the Chicago general , . 

‘ ees s0 & : Lamar Life Shows Gains 
agents, was chairman at the meeting 


and Mr. Berls and Dr. Stevenson were A material improvement in business 


the principal speakers. The Tuesday | over 1921 was reflected by the report 
afternoon session, at which Alfred | made by the officers of the Lamar Life 
Holzman was chairman, was de-| to the directors of that company at 
voted to a study of the vari-| their quarterly meeting last week. The 
ous policy forms as_ issued by} company now has over $20,000,000 of 
the company. Following the slogan| insurance in force, Its new business 
“Know Your Commodity, Your Poli- for the first three months of 1922 has 
cies, and Your Blue Book,” the various | been 30 percent ahead of the corres- 


. ; : ; ; x 

policy forms and contracts were ana-| ponding period of 1921, with lapses 25 

lyzed in detail. | percent less than in January, February 
Wednesday’s program was practically | and March of last year. 





THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 


California State Life Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force $38,782,271 Assets in excess of $4,200,000 
Capital and Surplus $684,153.80 


Splendid opportunity for ambitious, energetic Insurance Salesmen to 
represent our Company in California and Texas Territory 











Write J. R. KRUSE, Vice-President and General Manager 
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PAYMENTS ARE HEAVY 


INDEMNITY COSTLY 


DOUBLE 





Phoenix Mutual Has Paid Twice as 
Much Under Provision So Far This 
Year As in All of 1921 


HARTFORD, CONN.,, April 25.—Up 
Phoenix Mutual 
under the double indem- 


to date this year, the 
Life has paid 
nity provision over twice the amount 
paid during the entire year 1921. The 
company paid a claim under 
SIX policies amounting to $11,000 on 
one life, $8,000 of which had been in 
force but three years and $4,000 less 
than a year. All the policies contained 
the double indemnity provision, and in- 
asmuch as death resulted from a disease 
caused by an accident, the beneficiary 
received $22,600. The policies have been 
settled under one of the optional forms, 
beneficiarv receives a 
the principal later to be 


rece ntly 


whereby _ the 
monthly income, 
livided among the children 

rhe insured was a prominent con 
tractor in Dunmore, Pa., and the acci- 
dent which caused his death was burns 
received when struggling to take two 
workmen trom a manhole in which an 
explosion of gas had occurred. 

Another dottble indemnity claim 
which the Phoenix Mutual has recently 
settled was under $11,000 of insurance 
issued in 1919 and 1920 on the life 
of a farmer in Oskaloosa, Ia. Death 
was caused in this case by the acci- 
dental discharge of a gun when the in- 
sured, who was out hunting, attempted 
to crawl through a fence. The bene- 
ficiary received twice the face of the 
or $22,000. 





l olicies, 


LIFE 


SEE SLUMP AT PITTSBURGH | 


Following Record Month in March, 
Production for April Shows a 
Material . ae Up 


PITTSBURGH, PA., April 25 
Clos ely following upon the heels of one 
of the best months in paid business in 
the Pittsburgh district, the insurance 

usiness for part of April experienced 
slump, say several general 
agents. Frank A. Wesley of the Wes- 
ley agency says the first week of April 
was one of the worst experienced in 
many months and that his agency has 
written little business this month thus 
far. While 1 agents are 


{ 
conservative, all say business has 


a decided 


other genera 


more 
dropped some. 

March closed with one of the best 
paid business months in years Che 


records of March of last year were shat- 
tered [The Edward A. Woods agency 
reports one of the best March records in 
its history By the middle of March it 
had exceeded its record for March of 
last year by $1,500,000 and at the end 
of the month this total was much 
greater. 

The cause for the slight slump this 
month cannot be ex] lained by the gen- 
eral agents as it follows so closely upon 
a recérd month. 

g 


The general improvement of busi 
ness conditions in the Pittsburgh dis 
trict during the last two months is ex- 
aeanal to iicrease new policy business 
materially Steel mills are reopening 
gradually and many of them are oper- 
ating on an 80 percent capacity, which 


is pretty close to normal. With this 
operati the steel industry 
business in the district 
proportion, 


crease im 
other lines ot 
are bound to increase in 





INSURANCE 


EDITION 


KANSAS CITY AGENTS MEET 


First Conference Held in Missouri Ter- 
ritory of Equitable Life of 
New York 


meeting of the Equitabk 
York tor the Kansas City 
Kansas was added to John 
territory, was held in 
Kansas City April 20-21, with an at 
tendance ot 75 agents. The sessions 
closed with a banquet Friday evening 
here were no home officers present, 
but Mr. Oliver had invited M. A. Nel- 
son, now of St. Louis, formerly agency 
director there, and A. M. Embry, agency 
director of the central Missouri terri- 
tory, both of whom contributed much 
of value to the sessions. 


The first 
Life of New 
cistrict since 


W. Oliver's 


One function of the conference was 
to acquaint the field men with the staff 


of the Kansas City office, the members 
of the staff making short talks to ex 
plain their duties for the enlightenment 
of the visitors, and the promotion of 
harmonious relations. Various policies 
nd services were subjects of talks by 
igents who had distinguished them- 
selves in selling those forms, stimulat- 
ng all to appreciation of opportunity 
such fields. 


Che program for the two days was 
caretully systematized, the first section 
exploitation of the 


second Ssecc- 


being devoted t 
service of insurance; the 
tion to explanation of policies, and the 
third to the selling Chere was 
no qualification requirement it 
had been desired to secure a harmony 
pclicy for the entire person 
Kansas City district, which 
Missouri and_ the 


process 


since 


of selling 
rie of the 
includes Western 
State ol Kans 


c. CC. MelIntyre, general agent of the 


‘WILL USE 


500 PAPERS 


INSTITUTIONAL ADVERTISING 
Big Campaign Is Now Being Arranged 
by the National Association of 
Life Underwriters 





[The National Life Underwriters As- 
sociation is perfecting plans for its in- 
stitutional advertising, which will be in 
charge of Frederick Barkhurst, 
ciate editor of the St. Louis “Times.” 
tic has entered into a contract with 
the Nationa furnish 
equivalent to two columns wide 
half page deep, which will be 


asso- 


| association to 
space 
and a 
conducted as a life 

ent in 500 or more 
papers outside of New 
Chicage There will I carried every 
day a human interest story to attract 
insurance. 


insurance depart- 
leadin news 


York City and 


ttention to legal reserve lite 

Orville Thorp of Dallas, manager of 
the Kansas City Life and former presi- 
dent of the National Association of Life 

nderwriters, is interesting the mem- 
American Life Convention 

the enterprise. It is stated that Mr. 
Rarkhurst is to receive a salary of $7,500 
and that the total advertising cost will 
be about $10,400 a year. If additional 
papers are used, of course, the cost will 
be greater. Mr. Thorp has already se- 
cured $100 each from a number of the 
American Life Con- 


ers of the 


companies in the 
vention 


. — 
The Herman Moss general agency of 
the Equitable Life of New York in 
Cleveland has moved from the 
drome building to the new Hanna build- 
ing at Euclid avenue nd ea Twelfth 
treet Several life offices have recently 
moved out Euclid to this fast-growing 
them 


—_— eed Daniel MeWilliams, assistant district New York Lif at Rock Island, Ill dis retail and theatre district imor 
L. A. Taschereau, prime minister of manager of the Milwaukee office of the trict has returned from five months’ trip | being the MeNutt & Ferris general 
Juebec ind Gordon vane president of Equitable Life has been ¢ ted alder o California Mr Mcintyre accom agency of the New England Mutual; 
e Old Colony Trust ( omp of Boston, man of t sixte t ward by t Mi par 1 him and the visited in Omaha Metropolitan M J Reigert manager, 
ive been ted di ! ran the Metro- iukes n fil with their son and family on the home nd the Ohio National, ¢ Fr. Wetzel, dis- 
] n Life i cy ward j rney trict manager 








up-to-the-minute. 





always find us ready to help in doing 
whatever is best for the growth and 
advancement of their interests. | 


The active aid and cooperation of the | 
officials of this Company—with years | 
of insurance experience—is always | 
open to our agents. 


Our Life Insurance Contracts are right 
Our Agency Con- 


Agents for this Company 


tracts are more than liberal. 
give good men good territory. 


You can have a real confidence in your 
own future when you become identified 
with the State Life. 


If you are interested, 
will receive the same 
tion as a personal visit. 


State Life Insurance Company of Iowa 


A. C. TUCKER, President 


DES MOINES 


- IOWA 


We can 


write us. A letter 
courteous atten- 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 

of Springfield, Illinois, 

has several unusually at- 

tractive openings in that 

state for life men of 

general agency caliber. 
-—f- 


Contract direct with the 
Company. 


—-O- 
1 Over $125,000,000 of in- 


surance in force. 
—_{(}- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Offce, 
Springfield, Ill. 























HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 























anther tne 
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MISSOURI STATE’S NEW MEN 


Herman B. Smith Appointed General 
Agent at Pittsburgh Branch—New 
Office at Little Rock 





The Missouri State Life announces the 
appointment of Herman B. Smith as 
general agent in the Pittsburgh branch, 
recently established. As a personal pro- 
ducer Mr. Smith has had unusual suc- 
cess in placing monthly income and old 
age endowment policies. He has also 
had successful experience in agency or- 
ganization work, having specialized in 
training new men in the essentials of 
life insurance selling. He began his 
life insurance career in 1917 with the 
Connecticut Mutual Life and in 1920 
was appointed associate general agent of 
that company in Pittsburgh, which posi- 
tion he has left to become a general 
agent in the Pittsburgh branch of the 
Missouri State Life. 

The company also announce the open- 
ing of a branch office at 218-19 Boyle 
building, Little Rock, Ark., with James 
A. Preston in charge as acting- man- 
ager. Mr. Preston was formerly at 
the home office in St. Louis assisting 
in agency work. He is a graduate of 
the special training school established 
by the company about a year ago. Un- 
der the plan of this practical home office 
training school, young men who have 
had experience in selling are taught 
the technicalities of life insurance and 
then given practical experience in life 
insurance selling. Many of the men 
who attended the first school are now 
assisting in the new branch offices es- 
tablished by the company. 


C. F. Perritt 


C. Frederick Perritt, for the past year 
with the Chicago agency of the National 
Life of Vermont, has taken a general 
agency for the Illinois Life and will 
on May 1 open an office on the third 
floor of the new Lake Shore Trust & 
Savings Bank Building, North Michigan 
avenue and Ohio street. 

Prior to going to Chicago a year ago 
Mr. Perritt had a general agency for 
the National of Vermont in North Caro- 
lina producing at the rate of $1,000,000 
a year. During the war he was an in- 
structor in the motorcycle despatch 
corps, having enlisted at Richmond, Va.., 
his former home. 

He has 2 wide and favorable ac- 
quaintance among ex-service men and 
he opens his new agency with six men 
under contract. Before the ink on his 
contract was dry Mr. Perritt submitted 
his first applicant to the Illinois Life, 
a $100,000 case, and the policy was 
promptly issued and paid for. 





C. D. Eller and E. C. Groover 


The Minnesota Mutual Life has ap- 
pointed C. D. Eller as associate gen- 
eral agent with W. A. Brock in central 
Missouri, with headquarters at Sedalia. 


Mr. Eller has been a successful sales- 
man of automobiles and automobile 
accessories. 

E. C. Groover, formerly supervisor 


for the Missouri State Life, has been 
appointed manager of the Minnesota 
Mutual for its Kansas City office, which 
controls northeast Kansas and north- 
west Missouri. 





TAKES THE WISCONSIN FIELD 


William Morrison Has Been Appointed 
the Agency Supervisor for the 
National Life U. S. A. 





William Morrison has been appointed 
agency supervisor of the National Life, 
J. S. A., in Wisconsin. He will make 
headquarters at Madison. The National 
Life has just been licensed in Wiscon- 
sin and plans to build up a strong pro- 
ducing force in the state. Mr. Morrison 
will spend the next six months in ap- 
pointing general and district agents. 

For some time Mr. Morrison was 
director of agencies of the Farmers 
National Life of Chicago. He resigned 
last winter owing to ill health. He has 
taken an extended vacation and is now 
in good shape again. He made an ex- 
cellent record with the Farmers Na- 
tional and has shown ability as an 
agency organizer. 


Connecticut Mutual Changes 


Following the dissolution of the part- 
nership of Fraser & Abry, general 
agents of the Connecticut Mutual Life 
in the Singer building in New York 
City, owing to the death of Paul A. 
Abry, Peter M. Fraser has been ap- 
pointed general agent. 

William H. Morris of the Wayne, 
Neb., district agency has been ap- 
pointed general agent for Nebraska with 
headquarters at Omaha to fill the va- 
cancy caused by the resignation of Har- 
old D. Finlayson. Mr. Finlayson is ap- 
pointed general agent at San Francisco, 





following the resignation of Ray W. 
Crawford. Mr. Finlayson has been 
general agent at Omaha for the last 
four years and has made a _ splendid 
record. 
Otis E. Logan 
Otis E. Logan has been appointed 


general agent of the Provident & Trust 
at Indianapolis, succeeding Harris B. 
Hellmun, acting general agent, who was 
forced to resign on account of contin- 
uing ill health, Mr. Logan has been 
a successful producer at the Cleveland 





office of the company for some years 
past. 
H. H. Sauers 
H. H. Sauers has been appointed 
agency manager of the Bankers Life 


for Montana with headquar- 
ters at Helena. He succeeds the late 
G. B. Burke. Mr. Sauers has been an 
agent for the company in the state and 
has written a splendid business. 


ot lowa 





W. A. Spencer, Jr. 
William A. Spencer, Jr., has taken 


charge of the general agency of the 
Massachusetts Mutual Life of Denver. 
He is one of the youngest men the 


company has put in charge of a gen- 
eral agency but he is a man who gives 
promise of great success. 


W. F. Steck, Jr. 


George L. Hunt, superintendent of 
agencies of the Guardian Life, an- 
nounces the appointment of William F. 
Steck, Jr., as manager of the company’s 
Williamsport, Pa. 


agency at 
entered the life 


Mr. Steck insurance 





Manager of Agencies’ or 
111 No. Broad Street 


Philadelphia, Pa. 





Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 
ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Ill. 
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business in Philadelphia after the war, 
during which he served as a lieutenant 
in the army. He was a member of the 
second class in the life insurance school 
at Carnegie Tech, returning to Wil- 
liamsport after his graduation. 


Archie K. Hahn 


Archie K. Hahn, formerly connected 
with the Travelers and Aetna Life in 
Spokane, has recently become associ- 
ated with the Southern California 
Agency of the Aetna Life, under Man- 
ager Irwin J. Muma. 








John F. Day 


The New England Mutual Life an- 
nounces the appointment of John F. 
Day of the home office general agency 
as general agent of the company for 
Rhode Island. Mr. Day has been with 
the home office agency since 1915 and 
is a graduate of Western University. 
He has made a fine record with the 
company. He succeeds Walton S. Red- 
field, who resigns after 13 years’ service. 





Philadelphia Life Appointments 


The Philadelphia Life has appointed 
R. E. Griess as general agent for south- 
ern Ohio with headquarters at Columbus. 
Mr. Griess embarked in life underwrit- 
ing three years ago and since then has 
placed several millions of insurance, 
mostly in large policies. 

Edward J. Hartnett is made general 
agent at Johnstown, Pa. During his 
connection of several months with an- 
other company he has made a splendid 
record as a producer of the best class of 
business 

MacWilliams & Wiener, Baltimore, be- 
come supervisors for Maryland. The firm 
is composed of Wallace MacWilliams, 
one of the partners of the A. D. Duval 
& Co. fire insurance agency, and Adolph 
Wiener, a long time life insurance man 
with wide experience. 





W. C. Mage 


W. C. Mage, a leading producer of the 
Northwestern Mutual Life, and formerly 
a member of the Los Angeles agency of 
that company, has lately returned to 
Southern California after an absence of 
a number of years, during which time 
he has been located in Kansas City and, 
more recently, in San Francisco. Mr. 
Mage is again a member of the agency 
organization of the Northwestern Mu- 
tual in Los Angeles, and his son, John 
R. Mage is associated with him in field 
work, 





R. H. Chandler 


R. H. Chandler, former deputy land 
commissioner of the Arkansas highway 
department, has resigned to accept an 
appointment as state manager for Ar- 
kansas of the Security Mutual Life of 
Binghamton, N. Y., with offices at 414 
Southern Trust building, Little Rock. 
Before his service with the highway de- 
partment Mr. Chandler was corporation 





clerk in the office of the secretary of 
State. 
Otto C. Quale 
Otto C. Quale, for many years con- 


nected with the State Board of Public 
Affairs of Wisconsin, has resigned to 
become general agent for the Central 
Life of lowa, at Madison, Wis 





Gets National Life, U. S. A. 

The Kambe Agency of Milwaukee, Wis., 
has been appointed general agent in Wis- 
consin by the National Life, U. S. A., rep- 
resenting the life and accident and health 
departments 


F. B. Burchmore 


Frank B. Burchmore has been ap- 
pointed general agent for the Franklin 
Life of Illinois to cover 15 counties in 
northern Nebraska. Mr. Burchmore will 
make his headquarters in Omaha. He 
has been with the Connecticut Mutual 
Life for several years 





G. E. A. Salmans 

Salmans has been appointed 
manager of the South Dakota state 
agency of the Bankers Reserve Life 
S. E. Boight. agency supervisor, has just 


G. E. A. 


completed the organization of the new | 
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The Close of the Day’s Work 


HEN you begin 


than any other time 


portance of a helpful constructive home 
office service that trains you to overcome 


such failures. 


ings and recall the several reasons for 
failures during the past year, you then more 


to figure up your earn- 


keenly realize the im- 


One of the vital elements which makes your 


day profitable is a 


arrangement with home office officials and 
a direct co-operative spirit generously given. 


Inter-Southern Life 


harmonious working 


JAMES R. DUFFIN, President 


Insurance Com 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


an 
LOUISVILLE, KENTUC 











A MILLION A MONTH IN MICHIGAN 


That is the record established by agents of the Detroit Life. That is our record of business written in Michigan 


each month during 1921. 


We are very proud of this showing. 


It is evidence of progressive co-operstive effort. 


The Detroit Life has agencies and offices in most towns and cities in Michigan. Yet there are a few openings for 


high-class representatives in seme Michigan communities. 


affiliation will do well to communicate with us. 
HOME OFFICE 
Corner Woodward and Forest Avenues 
DETROIT, MICH. 


M. E. O'BRIEN, President 


Any life insurance man or woman anxious to make a new 


DOWN-TOWN OFFICE 
No. 1005 Majestic Building 
DETROIT, MICH. 


JAMES D. BATY, Secretary and Treasurer 








The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 


agent can think favorably of that institution. 
tained through a permanent connection. 


that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President 


MUNCIE, 


John W. Dragoo, Secretary 
INDIANA 


Permanent success can only be at- 
The companies that stay are the companies 





Marry H. Orr, G al C 1 











SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President 


INSURANCE 
Assets 


IN FORCE 


Payments to Policyholders since Organization 


ROOKERY, CHICAGO 


$37,000,000 
4,074,586 
3,453,460 


Openings for General Agents and Managers in Fifteen States 


Address S. W. GOSS, Vice-President and Manager of Agencies 

















George Washington Life Insurance Company 





A Definite Territory 
A Liberal Contract 


Low Premium Policy Contracts 


Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 


Carolina, South Carolina and Georgia. 


Address: 


ERNEST C. MILAIR, Vice President and Secretary 
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office, which is located in Mitchell, 8. D. | [== ma |S now endowment af age 5S peter the 
Mr. Salmans has a staff of 22 men. NEWS A BOUT LIFE. POLICIES om a a 
A. R. Bird:and A. L. Wallace nihil — Nati 7 dian Lif 
: . _, ; soot P ss x ge : ational Guardian Life 
- sachoamie ae ” a was —< New Policies, Premium Rates, Dividends, Surrender Values and all Changes in m Catal Catia, of Diniidn 
anager o 1e San Francisco office o : : ee : In: ’ ie =6sNationa ay - . owe 
the Northern Life of Seattle when that ||| Policy Literature, Rate Books, etc. Supplementing the ‘‘Unique Manuai-Digest Wis., is now paying dividends at the end 
company first entered California, has re- | and ‘‘LittleGem,”’ Published Annually in May. PRICE, $3.50 and $2.00 respectively of the first year 
signed and A, L. Wallace has been ap- 
pointed to succeed him. Mr, Wallace 
comes from Seattle, where he was a National Life of Vermont 
large personal producer for the com- | NEW MONTHLY INCOME PLAN | plan about 3 percent; on the 20-pay- a - — ae 
pany. ment plan the rates figure about 4 ee ae ee ~~ Se nage oe cota 
EE - « aec oO sé -s port ig sSingie oO er 
a ’ , : percent the first year and about 4 per- ; 5189 amie +} ae 
® = in- . the disability benefit, both waiver of 
John D. Lively } Manhattan Life Issues Policy Comb cent for subsequent years. premium and income. 
John D. Lively, formerly with the | ing That Feature and Lump Sum 
Equitable Life in St. Louis, has gone to | in Same Contract Manufacturers Life . , . 
California and this week started as gen- | —_ an ’ : First National Life 
eral agent for the Connecticut Mutual ows oe rhe Manufacturers Life of Toronto ” The First National Lifé of Pierre 
Life at Sacramento. rhe Manhattan Life has put on the | revising its policy forms and is issuing | . yg Rt i pce ge Bag — par Mok tn 
market a new development in monthly | a new table of non-participating rates | *- *’» 18 Be’ting& our a ~ eh gg ore 
’ ncome -ontracts which combines | to take effect on March 1, 1922, in both which will be ready shortly. At least 
Traveler’s Men at Cleveland mcome captains a1, | the abstainers and general sections. In| @"™& important change will be made 
wT. 1rwm . : - | monthly income and the lump sum ste “al . ne . which is that the policies will be made 
CLEVELAND, O., April 25.—A conven- | - - the abstainers’ section the new rates at 
7 ann ' . me? feature in the same document. In con-| , ae OR ation ‘fo 9 * QMenay 29° 45 participating after the remium paying 
tion of branch managers and assistant | -: ¢ : increase ij he age 35 are: Life, $21.10; 30-pay, $23.45; ; 
managers of the life, accident and group | sideration of a slight increase in the | 95-pay, $25.45; 20-pay, $28.70; 20-year | Period 
departments of the Travelers was hela | regular premiums, the company will is- | endowment, $41.50. In the general sec- aan 
here last week. Home office officials at- sue a so-called 6 percent income prin- | tion the non-participating rates are at Southern Life & Trust 
tending were S. R. McBurney, superin- | cipal sum policy, either on the ordinary | age 35: Life, $22.13; 30-pay, $24.65; 25- 


tendent of agencies, and H. H. Arm- | liie or 20-payment plan which provides pay, $26.75; 20-pay, $30.15; 20-year en- I a ne ae on nme 
. . - aioe celine o.8 - , ’ J . ( $42.55 oro, N. C., is issuing a new 20-paymen 
See a J. A. Coffman, assistant! jn addition to the insurance of a prin- | @¢Wment, $42.55, ae \ 
— 8 of agencies . me aw: . \ ible olicy. 
‘where so: e 7 prs w cipal sum a 6 percent income payable 
re as no xed program, ays .s * gee : : 

i - - xin ene fic ) > death 
and means of securing the various lines | t® the original beneficiary on the _ 
of business, difficult problems that have | ©! the insured. Rates are, roughly | ‘The Life & Casualty Company of Ten- : 

speaking, about 3% percent otf the face | nessee is now issuing a $5,000 ordinary The American Central Life of Indian- 





Life & C It , , 
_ —- American Central, Indianapolis 


| 
been met by managers and agents and | . " > : : 
their manner of handling them were of the policy for the first year; if the | life policy on which the rate at age 35 | @polis is issuing a new double indemnity 
discussed. | contract is written on the ordinary life | without disability is $102.75. It also has | Cause effective April 1, 


Oregon Life 


The Oregon Life is adding non-par- 
ticipating five-year term policies, non- 
renewable and convertible in four years. 
It is also adding participating monthly 
income contracts, 








LOCAL ASSOCIATIONS 











Cincinnati, O.—The Cincinnati associa- 
tion held its regular monthly meeting 





Thursday. A proposal was made by a 
representative of a motion picture con- 
cern that the association arrange to have 


local picture shows run some films por- 
traying arguments for life insurance. He 
stated that his company had available 30 
different pictures or films which gave as 
many different arguments why people 
should buy life insurance. A committee 
| was appointed to see the pictures and 
| take whatever action it should see fit in 
regard to the using these films in Cinetn- 
nati 

President Shuff of the National Asso- 
ciation was present and made an address, 
He expressed his appreciation for the 
gold tipped cane presented to him by 
the association 

He stated that Cincinnati has more life 





chairman of the Carnegie School commit- 
tee of the Los Angeles Association, re- 


ports that the date set for the opening of 

nsurance ( } the summer term of the school, to be held 

e in Los Angeles, is July 5th, and that of 

the maximum limit of 130 enrollments for 
scholarships 100 have already been re- 
ceived, leaving only 30 available for sub- 


sequent applications. Mr. McMullen sug- 

INDIANAPOLIS, IND. gests prompt action on the part of those 

e who desire to register for the course, as 

E Ss t a b | 1S h © d 1 8 9 ) no one will be able to enroll after the 30 

scholarships referred to have been taken, 

Letters of inquiry on the subject are be- 

ing received daily and indications are 

that the enrollments will be quickly dis- 

HERBER I M. WOOLLEN posed of. To avoid delay, applications 

for registration should be addressed to 

PRESIDENT Mr. McMullen, Trust & Savings Bank 

building, Los Angeles. 

x * * 

Kansas City, Mo—Three home office 
representatives of the Union Central Life 
were guests of honor and speakers at 
the April 19 meeting of the Kansas City 
Association. They and 14 general agents 
of the company in mid-west territory 
came direct from a conference at Ex- 
celsior Springs, to the Kansas City meet- 
ing The speakers were Dr. William 
Muhlberg, medical director; Charles 
Hommeyer, superintendent of agencies 








insurance in force than any other city 
of the same size or class in the United 
| States. 


In the discussion of his various trips as 
national president he stated that he 
would not accept the position again for 
$25,000 but wouldn’t miss it for $160,000 

He announced that it was hoped to 
hav General Pershing and also one of 
the Canadian generals address the Inter- 
national Convention at Toronto next fall 

* * * 
Los Angeles Frank E. McMullen, 
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secretary. 
agents 


Cox, assistant 
visiting general 


and Howard 
Others of the 
also spoke. 
* * * 
Casper, Wyo—A state 
life underwriters has been formed in this 
city to be known as the “Wyoming Life 
Underwriters Association.” It will be 
affiliated with the National Association 
and will take into membership life un- 
derwriters throughout Wyoming. There 
were 20 at the first meeting, at which 
the following officers were elected 
President H. E. Moen of Thermopolis, 
Minnesota Mutual; vice-president, H, C. 


association of 


Hainrick of Casper, State Life of Iowa; 
secretary-treasurer, Guy Gay, Western 
Union Life. 
ea) a 

Omaha, Neb.—The executive committee 
of the Omaha Association has held a con- 
ference with Dean Le Rossignol of 
Nebraska University and believes that 


plans for a life insurance course can be 
arranged in the University The plans 
contemplate a well balanced theoretical 


ourse of eleven weeks 
duration which will equal any such 
courses given at other universities and 
It is planned to have the course 
given both at Lincoln and Omaha if suffi- 
cient enrollments are secured and the 
Omaha Association is cooperating with 
the Lincoln Underwriters to this end. 

Dean Le Rossignol, under whose direc- 
tion the course will be conducted, is a 
former Harvard faculty member and re- 
cently published an instruction book on 
“What is Socialism? 

*> *« * 

San Francisco, Cal.—The 
California Association heard an inter- 
esting talk by Theodore Bell of San 
Francisco at its regular monthly meet- 
ing last week. Sol. J. Vogel announced 
the plans being made for May 11, which 
has been designated as National Life 
Underwriters Day, when the campaign to 
increase the membership will reach its 
zenith. Every present member of the 
association was urged to enlist the mem- 
bership of at least one new member dur- 
ing the coming weeks. 

Announcement was also made of the 
coming trip by San Francisco life under- 
writers to Los Angeles to attend a meet- 
ing of the Los Angeles Association. 


and salesmanship « 


schools, 


Northern 


* * * 
Boston, Mass—Gordon J. A. Har- 
graves, a character analyst of Chicago, 


Association at its 
address de- 
organization, 
and 


entertained the Boston 
monthly luncheon with an 
scribing the work of his 


using President Franklin K. Ganse 
former President Charles Gilman as sub- 
jects, representing the blonde and brun- 


talk proved interesting 
advantages of 
salesman- 
Har- 


nette types. The 
and instructive and the 
using practical psychology in 
ship was clearly brought out. Mr. 
graves’ representative in 
Hickey, also spoke. 

President Ganse announced an effort 
would be made to increase the Boston 
Association membership from 500 to 750 
by the next meeting, which falls on Life 
Insurance Day, May 11. 


A committee was appointed to draw 
up resolutions on the recent death of 
former President Nathan Warren. Over 


luncheon. 
* * *® 

Omaha, Neb.—Prof. E. H. 
the Denver University School of Life In- 
surance Salesmanship, will speak to the 
Omaha Association at its monthly meet- 
ing April 29. He will discuss the case 
method and the idea of fitting the 
vass to the prospect's needs, 

* * * 

Lincoln, Neb.—President Oak E. 
of the Lincoln Association has named 
A. R. Edmisten, chairman, M. A. Hyde 
and M. L. Palmer as a committee on ex- 
tension work. They will arrange for 
speakers to make periodical and regular 
appearances in the high schools of the 
country, in the business colleges and in 
the shops and present the subject of 
life insurance in popular form. The 
committee will also act with the Omaha 
Association in a request to the regents 
of the University of Nebraska to include 
an elective course in life insurance In 


100 attended the 


Davis 


its curriculum. It is also planned to 
hold an essay contest open to seniors 
of the high schools of the county on 


“Why Dad Should Take Out 


Policy.” 


the theme: 
a Life Insurance 





The Jordan Reporting Company an- 
nounces that after May 1 its Chicago 
office under the management of Charles 
Cc. Dietz will occupy larger quarters in 
the Fisher building, 343 South Dearborn 
street. Suite 618-619. The telephone 
number will remain the same (Central 
0924). Old address 725 Harris Trust 
building. 


can- | 








Boston, D. J. | 


Howbert, of | 
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SALE IS BATTLE OF WITS 


Ralph Starr Butler Gives Some Impor- 
tant Points That Should Be Ob- 
served in Interview 


Ralph Starr Butler in writing about 
salesmanship says that the real sale al- 
ways begins with indifference or posi- 
tive objection on part of the customer 
Salesmen are confronted with opposi- 
tion and a number of trite excuses are 


given. When a salesman writes down 
orders or something that the buyer 
wants, it does not require salesmanship. 


Opposition must be encountered and re- 
moved. This requires salesmanship. 
Mr. Butler in speaking further says: 


If every expressed objection to buying 
closed the interview, the wheels of com- 
merce would be blocked, new goods 


and the language 
word as sales- 
always begins 
objection on 
down 


unsold, 
such 


sale 


would 
would 
manship. A 
with indifference or positive 
the part of the customer. To write 
orders for things the buyer wants 
knows that he wants is not salesman- 


remain 
contain no 
real 


| 
7 
| 


and | 


ship. The man who sells is the one who | 
first encounters opposition and then re- 
moves it. 


Consider a typical sale. It 
of wits. The field is a small store, 
crowded with goods and counters, 
charged with an atmosphere 
to the invading salesman, 
idle clerk or two trained to reenforce the 
defending merchant in time of need— 
an ideal place to dampen enthusiasm and 
to give all the advantage to the store- 
keeper intrenched behind the counter. 
The contestants are a salesman who asks 
leave to show his samples and a mer- 
chant who refuses to look at them. 
There are the old excuses: poverty, bad 
business, full stock, or any one of the 
many other stereotyped objections that 
all salesmen know by heart. 


Arranges Forces for Attack 


Does the merchant's refusal close the 
interview? By no means, All that has 
gone before is merely the preliminary 
skirmish; the real contest is about to be- 
gin. The salesman has discovered the 
position of his adversary, and he now 
arranges his forces for the attack. To 
watch him get into action is a joy. If 
he is skilful, he has a thousand expe- 
dients at his command. Perhaps he 
drops business for a time; he seeks to 


get acquainted with the man in front 
of him and to discover some point of 
common interest that will permit a real 


coming together of the contending 


torces, 


There are a few random remarks, far 
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is a battle } 


of hostility | 
and with an | 


“Miracle of Life Insurance” 


[NX a recent laudatory article written by the editor of a 

magazine for salesmen, “How to Sell—and What,” 
The Columbus Mutual Life "Insurance company of Colum- 
bus, Ohio, was declared to be the “Miracle of Life Insurance” 
because of its success in reducing cost of insurance and 
building up its surplus. Other companies in time, the 
editor predicted, will be obliged to adopt the methods 
inaugurated by President C.W. Brandon. “The accom- 
plishments of Mr. Brandon are the marvel of insurance 
men,” he wrote. “They never thought it could be done. 
Now they are laying their tributes at Mr. Brandon’s feet.” 


So great has been the demand for this magazine article 
that it has been republished in pamphlet form. A copy 
will be sent free to any one writing his name and address 
in the margin of this notice and forwarding to the Home 


Office. 


The Columbus Mutual continues to astonish. In 1921, 
it issued practically the same volume of new business as 
in 1920, the “wonder year.” It showed a gain of 25% in 
total volume, a gain of 33% in assets and a gain of 45% 
in surplus. Policy dividends were 50% greater than total 
death losses. The annual report is now ready for distri- 
bution. Get a copy. 














HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 








Syccess ECRET. 4 OUR We have a contract for you under which your 
One RVICE. income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 

DETROIT 


FEDERAL CASUALTY COMPANY, midiicin 


Cash Capital, $200,000.00 V. D. CLIFP, President 














The Masonic Mutual Life Association 


This Did Not seen by Chance 


New Insurance Issued in 1921 .........4««++. YX 42,448,000.00 
Gain in Insurance in Force. .........ssssee 30,124,750.00 
Insurance in Force Dec. 31, 1921. ........«0+. 101,222,295.00 
REREAD . coccenceccescceccccecccncescceccoscsese 4,613,494.57 
PESEEED Oh DORE occcnccccocsecescecoosceces 1,518,954.00 
Increase in Reserve ........ccssccssccesceeses 1,282,156.00 
Increase in Surplus. ..........ee+seeeecceees 225,575.00 
Unexcelled Life Inourance Protection— Lowest Net Cost 


Absolute Security — Perfect Service — Square Dealing 
A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C 








EDMUND P. MELSON, President 





Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 
to female risks between the ages of 15 and 60. 

The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 
J. DE WITT MILLS, Secretary 
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Founded 1865 


THE PROVIDENT LIFE AND TRUST 
COMPANY OF PHILADELPHIA 


Penna. 





Vice-President Coolidge says, ‘Look well then 
to the hearthstone; therein all hope for America 
lies”’. 


The man who is looking well to his hearth- 
stone is very apt to take out an endowment policy. 
It will carry out his purpose for his home if he 
dies, and it will also keep the fire on his hearth 
in his own old age. 





And it is an unselfish policy, for it does not 
shift upon his children the provision for his own 
old age. 





Fourth and Chestnut Streets 
Philadelphia, Pa. 














Security Mutual Agents are successful 


WHY ? 
The reasons are many 
Third —Our Company is reliable 
Fourth—Our agents have our co-operation 


First —Our rates are right 
Second—Our policies are attractive 


We can give good men good territory 


If you are interested, address 
C.H. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE CoO. 
BINGHAMTON, N. Y. 




















removed from the subject of goods and 
prices. The salesman has every nerve 
alert to catch the slightest expression 
of interest on the part of the merchant. 
Another conversational sortie is tried. 
Quick! The defender weakens. A faint 
crack begins to show in his armor of 
indifference. Trust the salesman to take 
the advantage of the opening! The 
breach widens. The attacking force 
rushes in; Fortress Interest is gained; 
and the sale is under way. It is a beau- 
tiful thing to watch this contest of wits. 
The debating forum seldom witnesses 
keener mental combat than is to be seen 
in countless stores the country over 
whenever a real salesman confronts a 
shrewd buyer. 

No two salesmen have the same 
method of bridging the gap between in- 
difference and the signed order. The de- 
tails of procedure vary with the sales- 
man’s temperament, with the buyer's 
health, with the state of the weather, 
and with a hundred other seemingly un- 
important things that have a big bear- 
ing on the success of the sale. But, 
whatever may be the particular method 
used to change indifference to interest, 
the change is always made before the 
sale is effected. The characteristics of 
every sale are initial opposition, skilful 
maneuvering, and final friendliness. 





News From Prudential Men 


Assistant Edward J. DeTienne of the 
Prudential at Des Moines, Iowa, has been 
transferred to the Oshkosh, Wis., dis- 
trict, in the same capacity. 

Agent Oakley L. Carver of the Des 
Moines, Iowa, district, was promoted to 
the position of assistant superintendent 
in the same district. 

Agent Percy D. Hindmarsh of the St. 
Paul, Minn., district is advanced to an 
assistancy position at St. Paul. 

The assistancy controlled by Assistant 
James P, Heinen of the Milwaukee, No. 2 
District, is the leading assistancy in 
Division P in net industrial increase. 
Agent Thomas A. Murphy of the Daven- 
port, Ia., district, is the Division P leader 
in net industrial increase for the year. 

Agent A. J. Hauck of Columbus, Ohio, 
has been appointed assistant superin- 
tendent of the same district. 

Superintendent A. A. Judy, who has 
also been operating in Columbus a num- 
ber of years, has been appointed special 
assistant superintendent. 

Assistant D. G. Morse of Pottsville, 
Pa., has the honor of leading Division K 
in industrial net increase and Agent 
M. A. Allison of Harrisburg, Pa., tops 
the agents and stands No. 8 in the com- 
pany. 

Superintendent W. E. Quinlin of Potts- 
ville, Pa., district, has the honor of lead- 
ing Division K in actual increase and 
proportionate lowest average industrial 
net lapse for the year (No, 2 in the entire 
field) collection, percent, and lowest 
percent of chargeable finals. 

Agent Williard A. Rich of the Balti- 
more No. 1 district (Division K), has 
been recently promoted to an assistant 
superintendent. 

It is by no means a small undertaking 











STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Incorporated 1844 


Has shown steady and consistent growth. 


Is progressive in every detail which is for the benefit of its policyholders and their 


beneficiaries. 


A Home Office organization trained to render efficient service to policyholders and 


field force. 


An agency organization that is capable, and loyal, happy in the knowledge that 
the protection and service furnished by its activities are unexcelled. 


D. W. CARTER, Secretary 
STEPHEN IRELAND, Superintendent of Agencies. 


B. H. WRIGHT, President. 
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OUTDOOR ADVERTISING 


PROJECT OF WESTERN STATES 


Billboard Display Will Be Used Ex- 
tensively in the Method That Will 
Be Followed 


The Western States Life of San Fran- 
cisco has recently adopted the expres- 
sion—"As stable as the North Star’— 
as its slogan. With this slogan as the 
motif, the company has inaugurated an 
outdoor advertising campaign which is 
an innovation in life insurance publicity. 
Briefly outlined, the plan contemplates 
the display on billboards of posters 11 
feet by 25 feet, reproduced from original 
paintings. These paintings are the work 
of well-known artists and in each case 
the central theme is the North Star, 
the only fixed thing in the universe. 
“Mountains have moved, seas have dried 
up, but down through the ages the 
North Star has remained fixed, the 
symbol of stability.” The first picture, 
“Westward Ho,” is the work of Harold 
von Schmidt, and shows the pioneer 
travelling Westward across the plains— 
directing his course by the North Star. 
The second and third of the poster de- 
signs are by Maynard Dixon, the fam- 
cus Western artist. The titles are: 
“The Rescue,” and “The Desert Rat,” in 
both of which the guiding influence of 
the North Star is featured. 


First Postings Made 


Beginning with “Westward Ho,” the 
Western States Life will display these 
posters conspicuously on an adequate 
number of stands in the home city of 
each substantial producer in its field 
organization, each poster remaining up 
for a month. The first postings have 
already been made in Sacramento and 
Salt Lake City. Each of the posters in- 
cludes in the design a picture of the 
home office building and the name of 
the company prominently displayed. 

That the artistic novelty of this poster 
campaign will be effective, in a measure, 
in creating desirable publicity is ob- 
vious, but whether or not it will be re- 
flected in increased business of a vol- 
ume sufficient to justify the expense is 
ef course problematical. 3esides, the 
indirect results of any form of adver- 
tising are often far-reaching and worthy 
of serious consideration in forming an 
opinion. The experiment of the West- 
ern States Life is indicative of its 
progressive spirit and will be watched 
by other companies with no little inter- 
est. 


to become a leader of a district and divi- 
sion, but this is what C. H. Ford, assist- 
ant superintendent of Chicago No. 10, 
Division J, has accomplished by good 
steady writing of ordinary net new busi- 
ness. 


Record of Philadelphia Office 


PHILADELPHIA, PA., April 26.—A 
new high record was set recently by the 
industrial office of the Prudential in 
this city, when in one week it wrote $6,- 
000,000 ordinary business. Prudential 
men account for this by pointing to the 
fact that most of the companies are 
“putting on steam” to counteract the ef- 
fects of the now-pending period of busi- 
ness depression. 


California Agencies Compete 


The friendly rivalry which exists be- 
tween the two California agencies of 
the Equitable Life of Iowa is doubtless 
responsible in a measure for the splen- 
did records of production which they 
are making. In January and February 
the Los Angeles agency of Porter & 
Sheldon was ahead, but in March W. G. 
Eader, general agent at San Francisco, 
won that honor. The Los Angeles 
agency is experiencing a 100 per cent 
gain in the production of business, as 
compared with 1921, and purposes to 
maintain that rate of increase through- 
out the year. 
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GOES "WITH MISSOURI STATE 


John T. Wagner, Well Known Group 
Specialist, Is Joining Karl B. Kor- 
rady’s Organization 


John T. Wagner, known to a host 
of friends and acquaintances in the in- 
surance business as “Ted” Wagner, has 
associated himself with Karl Korrady’s 
office of the Missouri State Life at Chi- 
cago. Mr. Wagner is a specialist in 
group insurance and has made a splen- 
did record as a producer in this line 
with the Equitable Life of New York 
and other companies. 

The Missouri State Life is the only 
western company writing group insur- 
ance that is a member of the conference. 
It has already established an enviable 
reputation in the handling of this class 
of insurance, and is offering special fa- 
cilities and inducements for brokerage 
business. It is expected that Mr. Wag- 
ner’s connection with this department 
will result in largely increased activi- 
ties. 

Another recent acquisition to the 
forces of the Missouri State Life agency 
at Chicago is William Thom. For 
many years Mr. Thom has managed the 
insurance Cepartment for one of the 
large coal companies of Chicago and is 
experienced in all lines of insurance. 
He will specialize in life, accident and 
health and group insurance. 





Smooth Swindler Jailed 


Through the energy of Charles De 
Rouville, general agent for the Penn 
Mutual Life at Albany, N. Y., H. F. 
Allen, a smooth crook who had been 
swindling life insurance agents in the 
Middle Department and the New Eng- 
land states, was caught at Schenectady 
several days ago and sentenced to 30 
days in jail. Allen, or H. F. Ward, as 
he called himself, solicited from the 
life men subscriptions to an informa- 
tion service offered by the A. W. Shaw 
Company of New York City. It is fig- 
ured by that company that the swindler 
secured from insurance men not less 
than $4,000. Although wholly blame- 
less in the matter, and having no pre- 
vious knowledge of Allen, the A. W. 
Shaw Company offers to make good all 
contracts secured by him from under- 
writers, asking only that they be ad- 
vised of particulars of the order and a 
record of the payments. 


Illinois Life to New Home 


The Illinois Life will move Saturday 
from its old quarters in the Otis build- 
ing in Chicago to its new home office 
building on the north side of the city, 
located at Lake Shore Drive and Scott 
street, which is owned and will be occu- 
pied exclusively by the Illinois Life. 
The building is not entirely completed 
and on that account some of the de- 
partments will have to occupy tem- 
porary quarters for the present and the 
final arrangement of offices has not 
been made. Ten vans and 50 men will 
be employed for the removal, working 
straight through from 1 p. m. Saturday, 
and it is expected that the company will 
be able to open for business in its new 
quarters Monday morning. 





Union Central’s Mid-West Conference 


The fifth conference of general agents 
of the Union Central Life in midwest 
territory, was held in Excelsior Springs 
last week, 14 attending. A. D. Bonni- 
field, general agent at Kansas City, at- 
tended to the details of arrangements, 
and was host to the others at the City 
Club, Kansas City, during their stay in 
this city. Dr. Williarn Muhlberg, med- 
ical directo-; Charles Hommeyer, super- 
intendent of agencies, and Howard Cox, 
assistant secretary, were home office 
officials invited to this conference, 
which is arranged yearly for personal 
discussion of mutual problems in this 
agricultural district. There is no for- 
mal organization. 
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Paid For In Force 





LIFE INSURANCE BY S&S 


Metropolitan .....1 42,626,898 220,214,417 
Michigan Mut. ..... 1, 334, 268 7,007,222 
T A T E S Minnesota Mut, 5 

Missouri State 
Missouri State 





Morris Plan 








Mutual Benefit . 
Mutual, N. Y......- 
Marquette, Ill. 






































Business issued in 192] and amount in force December 31, 192], in various commonweallths Mutual Life, 1...) 2'035.212 6 060/763 

Mutual Trust, lil... 2'988.! 588 18,399,442 

North Am., Can..... 103,050 1,981,717 

National, Tenn, ...O 135,000 180,000 

- = National, Tenn, ...I 1,683,088 2,500,419 

| 4 rrore4 ayes National, Vermont.. 2,464,038 13,196,742 

|| | Continental Assur... 2, ,607 5, 212 | New England Mut... 6,961,637 43,850,502 

ILLINOIS | Equit. Life, N. ¥..O 39,145,107 148,157,364 | New World, Wash.. (357,772 1,575,692 

| Equit. Life, N. ¥.Gr 10,200,640 20,881,208 | New York Life.....56,551,466 337,614,782 

= | Equitable, Ia, ..+» 7,472,820 36,180,250 | North. States, Ind... 314,500 4,989,525 

> . , Elgin, Il. ....+++++- 81,500 1,045,217 | Northwestern Mut...31,764,447 254,697,227 

Paid For In Force | farmers Nat'l ..... 2,248,650 6,297,629 | North Western Nat. (313,314 1,689,863 

Am, National ...... 173,500 886,046 | Federal Union ....O 916,387 1,956,687 | Nat. Life, U. S. A... 5,159,100 29,206,588 

Am, Bankers ....... 929,330 2,585,630 | Federal Union sot 92,285 370,608 | North Am., Ill...... 573,914 4,761,554 

De: cecenneteés O 13,601,907 60,428,650 | Fidelity Mutual .. 1,964,213 8,636,885 | Old Line, Neb....... 29,000 46,000 

= Rebotebabateteadae Gr 21,050,064 35,626,739 | Federal, Ill. ........ 760,846 7,624,283 | Old Line, Wisc...... 643,884 2,187,061 

Am. Central, Ind.... 519,043 2,982,677 | Franklin .......... 6,947,760 39,206,506 | Old Colony, Ill...... 1,931,100 7,273,851 

American, Mich. ... 70,754 OS STE | GOPOTE ccccsccsccece 693,594 3,332,611 | Pacific Mutual ..... 3,358,520 18,582,635 

Amer. Life Re-Ins.. 471,680 563,860 | Guardian, N, Y..... 1,855,106 10,084,843 | Pan American, La.. 205,000 1,490,915 
Bamkere, TA. .cccces 11,25 53.753 80,833,908 | Home, N. Y.......+. 1,736,922 14,432,551 | Penn Mutual ...... of 

Bankers Life, Nebr. 506.653 2,745,417 | Indiana Nat. ....... 424,000 652,500 | Peoples, Ind. ...... 


Bankers Res., Neb... 1,422,885 6,431,651 | Indianapolis ...... 





Berkshire .........+. 2,372,420 16,366,794 | International, Mo. .. 
Busi, Men’s Assur... 105, 000 111,000 | Illinois Life ....... 
Capital, Colo, ....O 240,500 705,000 | International, lll, . 
Capital, Colo. ...Gr 1,819,000 1,819,000 | John Hancock ...O 
Central Life, Ia..... 628,998 1,854,226 | John Hancock ...I 
Central States, Mo.. 218,851 1,579, 411 Kansas City ....... 
Century, Ind. .ccces 226,000 528,500 | LaFayette, Ind. .. 

COE cn cs icecees 798,500 2,986. 501 | Lincoln Nat'l ..... 
Columbian Nat’l ... 5,776,099 22,527,184 | Liberty, Ill, ....... 
Columbus Mut., O.. 517,000 549,000 | Manhattan, N. Y.... 
Connecticut Gen...O 1,823,531 11,089,648 | Maryland Assuranc 

Connecticut Gen..Gr 475,900 763,000 | Massachusetts Mut. 

Connecticut Mut, ... 5,222,126 38,734,234 | Merchants, Ia. ..... 
Cemeres, Beh «ccccess 3,924,298 26,462,999 | Manufacturers, Can. 
FT 634,783 1,294,160 | Metropolitan ....O 
Canada Life ....... 1,371,817 10,151,961 Metropolitan ...Gr 


. 1,930,524 9,028,194 | Philadelphia ....... 
5,026,282 12,505,163 | Phoenix Mutual 
.17,109,825 76,703,819 | Provident L. & T 
. 1,107,387 3,363,343 | Prudential 
11,156,958 65,487,926 Prudential 








7,145,212 32,575,245 | Prudential neaus 
. 617,684 1,667,572 | Peoples, Ill. ..... 
- 233,822 233,822 | Peoples, Ill. ..... 9,613 
- 7,211,383 11,079,085 | Peoria, Tl. .....ee- 8,166,574 35, 897, 394 
: 238,500 236,500 | Providers, Ill, ....O 1,102,350 6,506,097 
464,261 2,585,045 | Providers, Ill, ....I 8,069 62,856 
e 240,144 549,644 | Public, Ill, ....... O 1,255,600 2,434,000 
18,180,485 83,489,622 | Public, Ill, ........ I 82,765 79,188 
° 904,400 8,382,608 | Reinsurance ....... 1,560,187 2,691,228 
133,833 997,490 | Reliance, Pa. ...... 26: 31,778 9 981,482 
62,888,887 272,032,198 
3,662,500 6,391,450 (CONTINUED ON NEXT PAGE) 





$500 


TO 


$2500 


Guaranteed 
to a Child 









FIFTEEN 
OR 
TWENTY 

YEARS 








ISSUED 
AT ANY AGE 





One Day to 
Fourteen Years — 


Ordinary Insurance 
FOR CHILDREN 


Education : Business : Marriage 









Public Savings Insurance Co. 


Indianapolis, Indiana 


Operating only in Indiana 


to add to their income by writing 

ordinary life insurance on children 
from age of 1 day to 15 years. Policies are 
issued in sums of $500 up to $2,500. Here 
is a chance to open new avenues and offer 
a larger family service. There are demands 
for children’s insurance on the ordinary plan. 


Oe. sac to all agents a big opportunity 


The Public Savings Insurance Company 
began business in 1910. It. writes ordinary, 
intermediate and industrial insurance. It 
now has over $32,000,000 of life insurance 
in force in its home state, $18,000,000 of 
which is on children. 


No one has to introduce this company to 
people of Indiana. It has a large and ag- 
gressive agency organization that is making 
itself felt. 


For Further Particulars Write 


Carl G. Winter, President 
Charles W. Fola, Secretary 


Home Office: 
Indianapolis, Indiana 
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_- = — = (CONT'D FROM PRECEDING PAGE) Paid For In Force 
| i} | Paid For In Force | Texas Life ..... ine 321 18,058,834 
Reserve Loan 553.000 911,008 | Two Republic Life... 2,778,958 5,521,096 
| e | Rockford, Ill 2,470,900 8,126,424 | Texas Mut. Life on ? 321,500 
} New England Mutual | ife | Standard, Ill . d 576 | Union Central Life.. 9,2% 52,104,336 
Security, Va. Union Nat. Life.... 1,721,500 1,721,500 
Security Mut., N. Y. | United Fidelity Life. 5,490,651 5,766.6 
I nce Com an State, Ind. ... United L.&Ac., N. H. 1,000 14,046 
State Mutual, Mass Volunteer St. Life... 2,078,419 8,505,853 
nsufa p “if Travelers .. se 125. 866 West Coast Life.... 599,400 2,137 
| Travelers ..-Gr 13,902,943 West. Mutual, Cal. 340,000 2,132 
Boston, Massachusetts |} | Union Central 9,381,869 | West, Union Life.. 7,500 
| Union Mutual, Me 291,610 a 
| United States, N. y $50,846 - - 
Universal, la 63.500 SAYS BUSINESS IS IMPROVED 
West. & South © 2,593,250 ‘ 
West. & South | 6,558,857 7.822.278 ’ 
“ . Western Union 4754 »i¢139 | O. J. Lacy, Head of the Agency De- 
ot bs ~ « °f- ‘ a | \ a . EOD 26 Py 4 ° 
New Insurance Paid-for, 1921 . . . $82,072,020 Wisconsin Nat'l 33408 Lateane coctinenitn ott dex Cliniaetn Chena 
Noafen § > ny ——S Life, Makes Observations 
Gain in Insurance-in-Force . . . 48,641,846 
NEW YORK 
T al I > « “ee F > 609 415 082 | | ©. J. Lacy of St. Paul, Minn., second 
ota nsurance-in-Force ° ° e ° 9 ’ U! - : J} d hake inal 
} = vice-president of the Minnesota Mutua 
+ ny Nat....O 4,522,800 17,306,081 | Life, who is on a tour of southern and 
| Col jian Nat....lI » 07 . 
| peace ca sna O 20,442,571 82.0 Rt western agencies, says that business 
. ‘ - . |} | Connecticut Gen.Gr 4,943,574 11,208,381 | conditions are gradually getting back 
New England Agents Write Persistent Business ||| Vau'table, X.Y. 20 106,742.471 606:258,994 | toward normal. In ‘Tulsa, Okla., oil 
Metropolitan L..O Er was selling at $1 a barrel seven months 
apecropolitan L.Gr ago but is now $2 and is steadily rising 
Metropolitan L..! In southeast Kansas and southwest 
— — ‘ ———w Missouri, where the people are mainly 
17,651 CLAIMS PAID IN 1 921 || dependent upon zine ore and its allies, 
Most of the 17,651 cla“mants to whom we paid indemnity of $1,107,- TEXAS | this product is beginning to show a 
718.38 for loss of time from injuries or illness are still adding regularly to better price, It is interesting to know 
their life insurance. These drafts are delivered by our own salesman ready SS = SS | that : § emploves in that feld 
to avail himself o. a cordial introduction to the claimant's friends, or to : A la wages ¢ em] yes ‘ 
provide the claimant himself with the additional life protection he intends Aetna nage tenes 4,108,305 | have been increased. Mr. Lacy says 
to take sometime. | — bon og PR Het hint that direct factory representatives in 
We can use more good men to help deliver the 20,000 claim drafts we Races Tite token 8'587264 | the clothing business that he met at 
will issue during 1922. If you want to make MORE MONEY a letter with Amer. Nat. Mo. . 1°479'000 “Be aa 
isfac res wi ; i é - Nat., Mo. ... 479, Omaha, Kansas City and other points 
satisfactory references will bring you full particulars. Amer. Nat. Tex... 54°043'901 | ' ’ “a 
, | Amer. Nat.. Tex.. 351 12814 | say that their business 1s coming Dac 
BUSINESS MEN’S ASSURANCE COMPANY || {er Xa Sabet |e. “tay eal feoreey ont heme 
W. T. GRANT, President KANSAS CITY, MISSOURI =p > Ep _egallblae ' Neciies mek eee: tt Gee Saale 
ee at ee. oad ‘ he x tt | Northwest. 
jankers Res., Neb.. 3,901,569 } 
Bus. Men’s Assur. .. 285,000 | = 
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ion Central Life, la. .... The Postal Life of New York is a 
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money-making NOW and creating a competence for Cloverleaf Life, Tll..  287'464 | therefore, are of interest. Last year its 
the FUTURE Commonw. Life, Neb. total new business, outside of additions 
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H. M. HARGROVE - President Federal Life, Ill. .. ;| nated by death $628,366; by maturity, 
Federal Life, Ill. ..¢ ;, $157,162, and by other causes, $2,486,- 
Beaumont, Texas First Texas Prud.. j 397 ae roe dBlen dl on in be vac a. nae | 
First Texas Prud..¢ . ws _— * — , 
Ft. Worth Life..... z ro $1,009,472. It has insurance in force 
| Franklin Life ...... 6,870,562 24,2 now amounting to $42,807,430 Its total 
Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause | | Great Republic Life. 1,411,927 44,415,006 premium inceme “was $1,379,721, and its 
° r ° ° . a |} Grres So > aife. »o ld, LSE 7,194,483 ? 5) 9 7. 
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Coupon Bond............ 35.71 Endowment Age 65....... 25.78 Kansas City Life ...10,665,051 59,042,345 | and its surplus, $227,866 
Endowment Age 85....... 22.37 Endowment Age 70....... 20.42 Lincoln Nat, Life .. 3,249,300 3,076,340 
istri nek i ; ; Louisiana St. L.... 4,735 312,415 — = 
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District Manager wanted for Cinci . : - Manhattan Life 1,887,988 13,471,974 |! Sees Good Business Here 
THE GEM CITY LIFE INS. CO., Dayton, Ohio Maryland Assur. ... 335,000 523,500 
Masonic Life, N. Y.. 435,000 104,000 Geo. H. Page, manager of the Los 
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. Nor. Amer. Life, Ill. 207,200 362,664 | of business exceeds 25 percent. 
The Progressive Company of the South | s::inwesterm'xsccr ei229 | b25:900 
1 Northwestern Nat..O 4,147,142 11,392,735 
Occi. Life, N. M. ... 1,370,632 5,419,771 . 
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ry Ohio National ...... K 
HARRY L. SEAY, President | Pacific Mutual ..... 6.496.695 31,565,840 























Pan America Life... 3,172,244 | 8.527/071 at ae gw et Bye pee. 
| POORER BAGS os o00 006 517,798 30,25 oa Bes — ort Artn ex., tor the 
| eehective tale. Ala. 305 '800 7.198832 Volunteer State Life, will sympathize 
CONSERVATION OF BUSINESS Provident L. & A.... 437,151 roe him in the ‘5 a —_ of his wife, 
Reinsurance Life, Ia. 67,624 ohMowing a very brief iliness 
We are reinstating, revamping and cleaning up indebted policies fur a number of Life Companies, Keserve Loan Life.. 3,545,814 The H. H. Hoard agency of the State 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping | Reliance Life ...... 4,873,584 Life of Indianapolis in Cleveland has 
the policyholders satisfied, and at practically no expense to the Companies. ae San Jacinto Life... 3,905,831 moved from the Ulmer building to larger 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. Southern Union.... 2,150,260 offices in the Engineers building. In ad- 
THE OTIS HANN COMPANY, Inc. ae oeeeee aa. She tert dition to —e senting the ~~ Life, _ 
State Life, Ind. .+-19,081, ‘ |} agency aiso acts as general agents for 
10 So. LaSalle St. Chicago, Illinois Southland Life .....14,843,415 northern Ohio for the National Casualty | 
| Standard Life ...... 1,705,947 {and the Massachusetts Accident. | 











PAN—AMERICAN LIFE INSURANCE COMPANY 
NEW ORLEANS, U. S. A. CRAWFORD H. ELLIS, President 


Net Admitted Assets, Dec. 31, 1921. . $10,007 ,098.20 HE Pan-American writes a complete line of Accident and Health Policies 
New Insurance Paid for 1921........ 20,444,282.00 which are modern and up-to-date in every respect. Our Substandard De- 
Paid f I ance in Force December partment has broadened our already excellent service to our agency organ- 
——— . ization. We wish to establish ten new general agencies. If you are interested, 





Se EE vekesuen .0:4.0:4'40: 5 666 04. ee write to us. 


Address: E. G. SIMMONS, Vice-President & General Manager, 
New Orleans, U. S. A. 
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FUNDAMENTAL CAUSE OF INCREASED 
MORTALITY PAST THE MIDDLE AGE 


By Theodore Stalzer, Assistant Actuary 


Missouri Insurance Department 


N the issue of March 2 of Tue Na- 
| rlONAL UNDERWRITER there appeared a 
interesting article on the “In 


very 
reased Mortality Past Middle Age,” by 
Dr. M. T. McCarty. 


The article begins by poimting out 
that mortality “up to middle life” has 
steady tendency to decreas 
during recent decades, resulting in a 
considerable average increase in lon- 
gevity. But immediately thereafter the 
statement is made that after middle age 
is reached the condition seems to re- 
verse itself and a greater mortality be- 
comes apparent when more recent ret 
ords of deaths are compared with older 


” 


shown a 


records 
\ comparative table is then submit- 
ted showing that mortality from 1900 


to 1911 had decreased from age 5 to age 
}4 anywhere from 19 percent to 26 per- 
cent, but that from age 45 to 74 it had 
increased from 1.9 percent to 6.92 per- 
cent, 


Cause of Lesser Mortality 


It is then explained that the lesser 
mortality up to middle life is largely th 
result of improved hygienic conditions, 
1 better sanitary knowledge and a better 
control of infectious and communicable 
diseases, The causes of the increased 
mortality at the higher ages are then 
found in the more rapid degeneration and 


deterioration of the vital organs, which, 


otherwise expressed, simply means that 
premature senility is the chief con- 
tributing factor in producing this higher 
mortality at the ages past middle life 
\s the more specinc forms of this sen- 
ility are given cardio-vascular diseases, 
ipoplexy, kidney diseases, cancer, et 


Fundamental Cause Overlooked 
into the 


Without going any further 

specific causes and conditions described 
n the article as producing the higher 
death rates after middle life is reached, 
it remains to be pointed out that the 
fundamental cause of this increased mor- 
tality has apparently been wholly over- 
looked in this otherwise highly interest- 
ing article. This fundamental cause must 
be sought solely in the adjustment nec- 
essary to satisfy the law of compensa- 
tion, 


Longevity Is Prolonged 


An examination of the data used im 
this comparison will reveal the fact that 
the increased mortality after middle life 
does not appear as early as the de 
creased mortality at the younger ages, 
but sometime later, and this fact imme- 
diately reveals the fundamental cause of 
the increase in mortality after middle 
life. All those lives who in earlier years 
show a lower mortality as a result ot 
improved hygienic conditions, etc., have 
their lives lengthened by a varying num- 
ber of years so that instead of dying 
in their earlier years, as they otherwise 
might have done, their lives are pro- 
longed and projected into middle life 
ut when middle life is reached they 
begin to die off and thus a large number 
of deaths, relatively as well as 
lutely, is crowded into the first few 
years after middle life is reached and 
the mortality in those years is in- 
creased. 

Have Not Made Classes Equal 


abso- 


This means that, although better sani- 
tary conditions and improved knowledge 
have raised the longevity of the vounger 
lives they have raised it not sufficiently 
to put them on a par with lives who are 
naturally and constitutionally stronger 
and without those impairments which 
formerly caused the higher death rate 
among the lives whose better vitality is 
now reflected in a lower mortality at 
the younger ages. If the longevity of 
the lives originally and congenitally 





' would 


weak or defective could be raised to a 
full level with the constitutionally sound 
then mortality after middle lit 
could be spread uniformly over the mor- 
tality table, so that the mortality would 
at least remain constant 

(of course, it may be said on first 
thought that if the lives which formerly 
died at the early ages now remain living 
at those ages they will have to die some- 
time, and soon or later at the higher 
ages a greater mortality would result 
after middle life, as compared with the 
mortality in the years before the mor- 
tality in the vounger ages had been im- 
proved, But this is not necessarily the 
case, although it is necessary that the 
mortality after middle life should not 
continue to improvement, but at 
least remain constant, as compared with 
former years, by being spread uniform- 
ly over the mortality table. This may 
be made clearer by the following illus 
tration 

Suppose that 50 lives were to arrive 


show 


at age 50 and that during the year im- | 
mediately following two of these should 
dit At the beginning of the next year 


improved mortality 
years 60 lives would 


as a result of the 
during the earlier 
arrive at age 50 
mortality or central death rate 


dx 


Ix 


be assumed to remain the same as the 
vear before the results would be 
by the equations 


shown 


and m’ n 


For, although in the second year a 
larger number of lives would arrive at 
age 50, the deaths in the 
would be increased in the 
and therefore the death rats 
ame in the second vear as in the 
first. Proceeding in the same wav from 


year tollowing 
ratio, 


would be 


Same 





Lge 0 


upward, the death rate could 
constant to the 


v¢ shown to remain 
end of the although the 

} +} lex ’ ! } 
ot both living and dying would be 


at each age than in the year pre 


7 
table, 





Some Lives Would Remain 
rhe only final difference that would 
result as between the second year an 


] some lives 
end of the mortality 
100, when in the first year no 
remain at age 100 But if we 
should assume that the decrease in the 
yearly death rate were to cor 
through all the ages up to 100, the num 


INSURANCE 


Now, it the rate of | 


ber of lives remaining at age 100 would 
1 | 


be quite considerably increased an¢ 
would be the greater, the greater the 
average continuous decrease in the mor- 
tality assumed Thus if the decrease 
in mortality shown for the 
ages in the table submitted in Dr. M 


Carty’s article—about 25 percent—were 
assumed to prevail throughout all ages 
on the ne original lives, there would 
remain, a rough estimate (for it 





, 
would t some time to make the exact 


com it the end of the mortal- 





age 100 no less han trom 


three -tou 





' 

lives with which we started at ag 10 

Many Would Be Left 

Thus 

perience itv. which now 
shows no lives lef it age 6 out 


100,000 living a 








cent of the annual t 
hetween 60,000 and 75,000 lives at 
100 This large number of lives could 
not be assumed to be suddenly drory 
and cut off at age 100 The consequen 

would be that these lives would mak« 
a very deep invasion into the 


younger 


we refer to the American ex- | 


EDITION 21 





MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 

FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 














The Last Word In Service 


Through its free Health Service, The Guardian protects the 
policyholder’s health as well as his life. For five years this Company 
has offered to its policyholders the well-known service of The Life 
Extension Institute without charge. That it has been of incalculable 
benefit to the Company’s clients is proved by this analysis of last 
year's experience: 


o/", t ic xa a a | 
r impairm 
yc¢ 
ey, we advar } a i 
On we i a 
Thr ’ t e exa i wa 
titch in time,” thus preserving health and ging 


If you want to know the whole story of what this Company is 
doing for its policyholders and agents, address: 


T.LOUIS HANSEN, Vice-Pres., or GEO. L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 
OF AMERICA 
Estat ed 1860 under Law rt Stat f New } x 


Home Office: 50 Union Square, New York 
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©) The OHIO STATE LIFE 


ALTH. ACCIDENT << MONTHLY INCOME INSURANCE. 


sjaaeeam LATEST POLICIES AND AGENCY CONTRACT Bail a7 tne 
Openings OHIO, IND. KY, MICH. and W. VA. Write Columbus 








‘The Capitol Life Insurance compen desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








Indianapolis Life Insurance Company 


(Purely Mutual) 
Operates in 
Indiana, Illinois, Michigan, Texas and Florida 
FRANK P. MANLY, President 
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A postal or letter 
from you will 
bring information 
about our Square 
Deal Agency 
Contract. 


Nat jwnal ye 
neurance Company, 


Home 


Office, Madison, Wis. 














HOME LI 


FE INSURANCE CO. | 
NEW YORK 





WM. A. MARSHALL, President 
The 62nd Annual Report shows: 





Premiums received during the 

year 1921....cccs0. coccccoccesccoese SROSRST 
Payments to Policyholders and 

their beneficiaries in ath 

Claims, Sacowmente, Dividends, 

TE, ‘wasnecvesenssaseasens sseeeee 4,740,340 
Amount added “to the Insurance 

eens TOS. scccnsctedsencces 2,121,307 
Net Interest Income from Invest- 

DE ochecndsacenresannen seeeees 1,964,050 
($642,638 in excess of the. amount 

required to maintain the re- 

serve) 
Actual mortality experience 53.44% 

of the amount expect 

Insurance in Force...... cess easess $228,116 887 
Admitted Assets ...... cocesccccess 43,222,328 


FOR AGENCY APPLY To 
W. A. R. BRUEHL & SONS 


Managers 


eneral 
Central and a and Northern 


| Rooms 601-606 The 


ent 


Fourt 
CINCINNATI, OHIO 


HOYT W. GALE 
General Meneoer for Northern Ohio 


229-233 


eader-News Building 


CLEVELAND, OHIO 


, 
h Nat. Bank Bldg. | 














FEDERAL UNION LIFE 
Insurance Company 
vieiiaeinmaiamananattn 
Ss 


and would be pleased to send a copy to every 


Life, Fire 


and Accident Agent in 


Ohio, Illinois and Kentucky 














Rates Reduced 





Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contracts toagents. 
Twogeneral Agencies open 


in Iowa. 


Write for information. 


LOUIS H. KOCH, President 


Nation 


al American 


Life Insurance Co. 











THE NATIONAL 


century, possibly even beyond the thres- 
hold of the third century. 

Consequence of Greater Longevity 

The principal underlying cause of the 
increased mortality after middle life, 
therefore, is simply a consequence of the 
greater longevity in the younger ages 
due to better sanitary conditions and 
the spread of knowledge. But this 
greater longevity shown at the younger 
ages cannot reach the level of lives con- 
stitutionally sounder and stronger, and 
therefore will inevitably produce an ac- 
cumulation of deaths in later years and 


| more especially in the years of early 
middle life. For if they die not sooner 
they must die somewhat later, and it 








makes not the least difference what may 

be the immediate apparent pathological 
causes of their deaths. 

No 

And 


view 


Change in Advanced Age 


even though from many points 
ft may be a consummation de- 
voutly to be wished, it is by no means 
likely that within the next few genera- 
tions a considerable decrease in mortal- 
ity shall be pushed up to and beyond 
the age of 70 and that the world will 
abound in an incomparably larger num- 
ber of septuagenarians and octogen- 
arians than hitherto, or that the number 
of persons living between 100 and 200 
years will either be vastly increased 

else that the mortality 


of 


toward the end 
of the century mark will go up by sud- 
den and enormous leaps and bounds. 

In the meantime when tables showing 
the death rates at younger and more 
advanced ages over a more extended 
period of years will be compared, it will 
be found that, when substantially the 
same lives are considered, that the mor- 
tality at the advanced ages will show a 
continuously growing increase if the de- 
crease at the younger ages main- 
tained. 


is 





Guardian’s Baseball Contest 


A novel and interesting “baseball” 
contest is being conducted by the 
Guardian Life of New York during 
April. It is called the “Guardian Cham- 
pionship Campaign,” and that the idea 
has made a decided hit with the mem- 
bers of the Guardian field forces is clear 
when the production figures for the 
month are considered. The first two 


weeks of April showed submitted busi- 
ness of approximately $3,000,000, a sub- 
stantial gain over the corresponding 
period last year. 


The company’s agencies are divided 
into six leagues of ten teams cach, and 
a regular daily schedule is played 
throughout the month. Games are de- 


cided on hits, a single representing an 





application for $1,000 to $2,500, a double, 
$2,500 to $5,000, etc., with $10,000 or 
over standing for a home run. Each 


week the standings of the leagues are 
published in special baseball extras. 
The men in the field take a great deal of 
interest in the contests and, incidently, 
get a lot of fun out of it. 

Managers of the various agencies act 


as captains of teams and the friendly 
rivalry between the different cities in 
the various leagues adds zest to the 
campaign. At the home office the de- 
tails of the campaign are handled in 
such a way that up-to-the-minute 
“sporting news” is sent out in an at- 
tractive form to the men in the field 
The company reports that April prom 
ises to be one of the best months in 
recent years. 
Sends Many to Conclave 
The Darby A. Day agency of the 


Mutual Life of New York is well repre- 
sented in the Chicago delegation to the 
triennial conclave of the Knights Tem- 


plar. Co! H. Switzer is grand mar- 
shal of the Illinois division. Calvin H. 
Wasson and Frank A. Martin are mem- 


Englewood championship 
drill team. Raymond Mills, assistant to 
Mr. Day. will play with the Siloam 
Commandery band. This has been 
lected from all the United States 
lead the parade. 


bers of the 


se- 
to 
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THE HEART AND LIFE INSURANCE 


By LEW ELLYS F. 
Baltimore, Md. 


O pies the first place among 
causes of death among the general 
population in the registration areas of 
the United States, exceeding even the 
mortality from tuberculosis. It is prob- 
able that from 10 percent to 15 percent 
of the deaths among the people you in- 
sure are due to organic disease of the 
heart, despite the fact that the hearts of 
the insured were presumably normal at 
the time of insurance, at least in the case 
of your standard risks. Your statisti- 
cians tell us that between 2 and 3 per- 
cent of all persons who apply for life in- 


surance are rejected because of the 
existence in them of cardiac abnormal- 
ities. 


Prevalence of Heart Diseases 


As a member of a medical advisory 
board for passing upon recruits during 
the great war I was much impressed by 
the extraordinary prevalence of cardio- 
vascular disease among the young men 
referred for examination. It is asserted 
that over 242 percent of these men had 
to be rejected from military service be- 
cause of organic disease of the heart, 
despite the fact that several thousand 
were accepted for limited service with 
well compensated mitral lesions. It 
was an object lesson for all of us who 
engaged jn that work, and many ‘of us 
at that time received a strong stimulus 
to undertake active preventive meas- 
ures among children all over this coun- 
try against the infections that give rise 
to endocarditis. Though it is the prev- 
alence of valvular defects due to endo- 
carditis that astonishes us in young per- 


sons, it is occurrence of other forms of 

cardiac disease that causes great con- 

cern when older persons are studied. 
Subject Should Be Studied 


\s a consulting internist I am over- 
whelmingly impressed with the preva- 
lence in people passed middle life who 
apply for a general diagnostic survey of 
toxic degenerative diseases of the heart 
muscle and of the vascular diseases as- 
sociated with chronic arterial hyperten- 
sion. More should be done, and speed- 
ily, to ascertain the exact causes of these 
conditions and to spread knowledge of 
|-revention as soon as it can be acquired. 

In general medicine, we are far less 
disturbed today than we formerly were 


by the mere discovery of the existence 
of a heart murmur, even when a study 
of the murmur convinces us that it is 
due to organic diseases of a valve. Many 


men with organic heart murmurs with- 
out concomitant myocardial injury have 


a better expectation of life than some 
men who suffer from forms of heart 
disease that are wholly unaccompanied 
by murmurs Emphasis with us is 
shifting from heart murmurs to heart 
muscle functions and I dare say that 
this change in stress is already making 
itself felt among life insurance exam- 
mers, 
Angina Pectoris 
[he condit’on of the heart most often 


responsible for early and sudden death 
after issue of a life insurance policy in 
men over 40 is angina pectoris. Unless 
a physician 
n an attack, 
angina pectoris 
by the patient 
he existence of the conditions under- 
lying angina pectoris dare not be 
cluded by atiy physical examination that 
we vet know how to make. The 
heart of the anginal patient may not be 
increased in size, the apex beat may be 
in its normal position, no heart murmur 
need be present, the blood pressure may 
be normal or be low (and the lower it 


upon the history 


given or by 


as 


RGANIC disease of the heart occu- | ing 
the | 





actually observes a patient | 
he must make the diagnosis | 


his friends. | 


ex- | 


is in angina pectoris the more danger- | 


ous, as a rule, the condition) the sphyg- 
mogram, the roentgenogram, the ortho- 
diagram and the teleroentgenogram 


give no clues to the occurrence of these 
stenocardiac attacks. If a person suffer- 


B BARKER, M. D. 


from angina pectoris be willing to 
yy dishonest, the life insurance examiner 
may remain wholly unaware of the dan- 
gers to which the applicant is subject 
for we are, I have said, wholly un- 
able to discover any objective evidence 
of this danger. An experienced exam 
iner of one of our best life insurance 
companies told me recently that he had 
had the chagrin in several instances of 
hearing of the sudden death of men from 
angina pectoris within a few weeks or 
months after he had advised their ac- 
ceptance as standard risks. A man may, 
of course, die in his first attack of an 
gina pectoris, though this is not com- 
mon. Once an anginal attack has oc- 
curred, the prognosis is so uncertain as 


as 


to make, I should think the sufferer 
insurable only as a gamble, a practice 
in which insurance companies are, | 
take it, unwilling to indulge. 
Suggestions and Conclusions 

1. As far as the heart is concerned, 
decisions as to standard risks can be 
made with comparative safety from a 


consideration of the history of the pa- 
tient, from determination of the site of 
the apex beat, from auscultation of the 
heart with exclusion of murmurs and 
altered sounds and from examinations 
of the breathing, the pulse and the blood 
pressure, at rest and after exercise. 

2. For sate judgment of risks that 
are substandard because of cardiac de- 
fects a thorough diagnostic survey of 
the patient as a whole would seem de- 
sirable with utilization especially of 
modern methods of cardiovascular in- 
vestigation (roentgenological, electro- 
cardiographic, metabolic, functional). 

3. Recent graduates of our better 
medical schools have received some 
training in these newer methods of in- 
vestigation and should know how to 
apply them themselves or to utilize the 
findings of special expert examiners. 

4. Medical directors of life insurance 
might do well to consider the advis- 
ability of comprehensive general diag- 
nostic survey before insurance in any 
variety of substandard risk and, per- 
haps, also before acceptance of a risk 
standard when the amount of in- 
surance applied for is very large 
5. Internists will look forward eag- 
erly to the prognostic deductions of 
medical actuaries, when in the future 
they will have had opportunity to ana- 
lyze the effects upon longevity of vari- 
deviations from normality in the 
recognizable by the newer meth- 
examination. 


as 


ous 
heart 
ods of 


Iowa Agency’s Good Work 
The 
ble Lite 


Iowa state agency of the Equita- 
of New York under the man- 
agement of Roy H. Heartman had an 
allotment during the anniversary testi- 
monial campaign in honor of President 


W. A. Day of 250 applications. The 
agency produced 437 complete applica- 
tions from April 1-12. The written 
business of the Heartman agency for 
the first 3% months of 1922 is $1,559,000 
ahead of the same period of 1921. The 
paid business for the same period of 
this year is approximately $750,000 
ahead of last year. February was the 
second largest month in the history of 


The agency staff will meet 
in Des Moines on May 


the 
in 
4-5. 


agency. 
convention 


Life Notes 
First National Life of Pierre, 
expects to enter Nebraska and 
soon, 


The 
s. D 
Washington 

M. J. Cleary, vice-president of the 
Northwestern Mutual Life, Milwaukee. 
and Mrs. Cleary, have returned from a 
two weeks’ visit at French Lick Springs, 
Ind, 

The Connecticut dis- 
and 
the 
and 
em- 


General Life has 
continued the use of time clocks 
substituted a hall man, believing 
change to prove of equal efficiency 
of better acceptance on the part of 
ployes. 
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Don’t Go Round and Round; But Be Sure 
You're Getting Somewhere; Work Is Only 
Solution, Big Detroit Producer Asserts 


BY GEORGE 





Human Life 
Needs Insurance 
Salesman- 
ship Work 





é6 ASTUS invited ’Liza to have a 
good time with him at the fair. 


‘We-all ’l1 have a ride on the 
merry-go-round,’ said he. ‘Now looka 
ere, you Rastus,’ she said, ‘Ah doan’t 
want no ride on no wooden ponies. Ah 
gets on one an’ Ah goes roun’ an’ 
roun’ an’ then Ah gets off just where 


Ah stawted. Ah 


where.’ ” 


wants to go some- 


Mark Savage of the Johnston & 
Clark agency of the Mutual Benefit in 
Detroit used this little negro story as 
an opener for his talk on “Work” to 
the Detroit Life Underwriters’ Asso- 
ciation at one of its recent monthly 


meetings. The diagram was used on 
the blackboard as a further demonstra- 
tion of the axiom that the life insurance 
an must go somewhere and not ride 
round and round only to get off at the 
point from which he started, each cor- 
ner of the square being essential to 
the other, WORK governing the other 
three. 
Success Is Work 
and Work Is Success 


“Success is work and work is suc- 
cess. The two are inseparable,” de- 
clared Mr. Savage “Competition in 
life insurance 1s in proportion to service 
rendered. I would rather sell ten 
tens’ than one ‘100. The new man 
who secures 100 bright young clients 
for $2,000 te $5,000 each within two 
years guarantees himself success in 
life insurance beyond question. In our 
office we don’t encourage big case 
writers They develop themselves 


Hardest Job Is to 
Discipline Oneself 


“The hardest job in the world is to 
discipline oneself. We all need a boss. 
lo help our men boss themselves we use 
card. It covers the week’s 
work, a line for each day, cross ruled 
and providing 21 narrow columns for 
he records. The entering of the day’s 
work each night takes but a few min- 
utes The columns show arrival at 
office, start of selling; hours spent in 
actual selling, detail work, planning and 
study, exercise and recreation; num- 
her of calls on new prospects, on policy- 
holders, return and total; inter- 
views, first, second and later, and total, 
an X to indicate number of at- 
tempts to close; results—failures, future 
appointments, applications, amount, pre- 
paids and, in the last column, number of 
calls planned for tomorrow. There is 
still space left at the foot of the card 
for the weekly summary—deficit on 
quota, quota for the coming week, pro- 
duction needed, declined, returned, 
number of wasted hours, and other 


r¢ cords = 


schedule 


calls 


sales; 


Much Information or 
This Filing Card 


If Mr. Savage had not passed speci- 
men cards to the members, they could 
not have believed so much information 
could be crowded on a 5x3 filing card. 

The reverse side of the card—with 
the direction in the corner to BE 
HONEST—provides two columns, yes 
and no, for a check mark as to reaching 











one 


BROWN 
the office before 9 a. m. and starting 
selling by ¢:30 a. m., as to adherence to 
the schedule of hours tor the day, to 
the schedule of work, to the quality 
and results of the work, to the keeping 
of the record. Half a dozen lines at 
the foot are devoted to forcible axioms 
After describing the record card, his 
audience following him with their 
specimen blanks, Mr. Savage con 
tinued: 
Day Off Is an 

Alibi for Loafing 

“In this country less than 5 percent 
of the aggregate income of the peopk 
is put into life imsurance With such 
a field to work in, don’t kid yourself 
that you can take an odd day off and 


get anything out of it A day off is a1 


alibi for loafing. Talk sincerely to two 
men a day about life insurance. I don't 
believe any man in the profession will 


say that he is incapable of doing that 


“To secure six interviews you have 
to make ten attempts At least five of 
these should be with people to whom 
you haven't talked betore No em 


ployer in any line would pay you a sal- 
ary if you didn’t do that much, whatever 
the job might be Working on 
doesn't situation 


com 


change the 


mission 
any If you plan to work every night 
next week until you do a_ certal 


amount of business you'll probably get 
becaus¢ 


if done in a 
t night 


couple of nights 
won't want t 


you » work every 


Better to Cut Expenses 
Than to Have Widow Do It. 


“Don't sell any man less than $2,000 
The difference between $1,000 and 
$2,000 is only the difference between 6 
cents and 12 cents a day Tell him it’s 


to cut his living expenses 10 to 15 
now than for his widow and 
have to cut them 100 per 


better 
per cent 
children to 
cent later. 
Make your 


x year 
Chat’s 


minimum $150,000 a 


only $3,000 a week. I don’t be- 
lieve a man has any right to follow this 
profession who can’t or won't do that 
eT uch 
“Deliver the policy yourself and ex 
plain its provisions to your client. After 
a while you will sell him more If 
you sell less than 10 per cent of your 
old policyholders annually you are 


ssing a big bet. Get a prospect irom 
t least every other one of your clients 
Don’t Apologize for 
Asking Information. 
“Don’t Apoligize for 

as to his 


asking informa- 


income and obligations. 


\sk as if you are entitled to it as his 
adviser He tells his lawyer, his doc- 
tor, his other professional advisers, 
what they must know. He must tell 
you 

“Keep a record of age changes. It is 
your duty and your profit. A grocery 
salesman who doesn’t advise his cus 
tomer when prices are going up loses 
a customer. 

“Be honest with the company’s 
money Never allow it to go in you 

n po ket It’s hard to s« parate theirs 
trom yours, 

Know Tonight Where 

You're Going Tomorrow. 

Before you retire at night know 
where you are going in the morning and 
vo there Know what you are going 
to do during the day. 

Don't think you can’t find pros 
ects \ thousand pass our office every 
hour Don’t run around in a ring If 
ou can't close in two calls forget him 
Like "Liza, ‘Go somewhere 

Now all this may sound like drudg 
ery It isn’t drudgery; it’s system, or- 
derli regularity, business, work 
When vou follow this system and work 


\ 1 will have iccomplished the biggest 


tep mn the sale of life insurance.” 


CLOSING ON THE FIRST INTERVIEW 


Statement of a Number of Prominent Producers as to Whether Real 


Pressure Should Be Brought on the First Call 


l is always interesting to study the 
plans of life insurance men Every 
| i 


one has his individuality. It is impos- 
sible to give advice that will fit all 
cases Some men can close business 
way. some in another. There is no 


cut and dried method. There ts no tor- 


mula that can be handed out that will 
get the name on the dotted line for 
everyone 

An interesting case with solicitors is 
just how far they should go in the first 


interview. Should an agent put on con- 
pressure and try to get the 
first interview or should 


siderable 
business on the 


he collect facts, get all the information 
he can on the first interview and then 
go at his man very hard the second 


time. This question has been put up 
to a number of leading life men 
few of them follow: 

* * * 


R. F. Clendenin, Associate General 
Agent, Northwestern Mutual, Paris, Ky. 

More than 75 percent of my business 
is closed on the first interview. I be- 
lieve the first interview is the strongest, 
if properly planned, and if I can not get 
the interview under the proper circum- 
stances I delay until J] have a more 
portune time. Just this past week I 
wrote a man $20,000 whom I had never 
met before. When I showed him my 
proposition he said he would let me 
know, but my experience has been that 


op- 


renewed 
should do it 


ver let vou know, so | 
y arguments why he 


now, and he signed up. There is no 
question in my mind about the first in- 
terview being the best, if you can get 


undivided attention 


* * * 


T. C. Rice-Wray, Mutual Benefit Life, 


Detroit—On small cases one interview 
should be the aim On larger cases 
ireful planning requires two and some- 
time more. Few cases ought to be al- 


lowed to run beyond three calls It is 
one of the chief points of waste in life 
nsurance soliciting 
+ * * 
John H. Stevens, Assistant to the 


General Agent, National of Vermont, 
Chicago—I believe that considerable 
tit hould be spent and information se- 


ie si 


any call is made and that 
in attempt should have been made or 
ccomplished in securing the acquaint 
nce and confidence of the prospect 
When this has been done it is advis 
ble to call, but not for the purpose of 
writing the ay ition but for securing 
the remainder of such information as is 
required in order to survey the pros- 
pect’s situation, which must be done by 


ill right-thinking insurance men before 
any policy can be suggested 

| frankly state to the prospect that 
1 am there not to use an application or 


suggest amounts or to sell insurance 
and that I cannot sell it or begin to get 
ready to sell it to him until I know his 
own situation completely. 

| usually say to him that when I 


have received this information I can 
make a recommendation to him that 
will be without a flaw and that whatever 


I advise will be the thing to do, regard- 
whether the amount involved be 
$10,000 or not any. I state also 
that it may involve only changes in the 
policies and in some instances has been 
known to find a situation where the in- 
surance for protection was not required 


less of 
$1000, 


ae 


Orville Thorp, Manager Kansas City 
Life, Dallas, Tex.—I think the answer 
to your question is found in the records 
which the underwriters as a whole made 
during 1920, and the early part of 1921. 
We were all going in high at that time 
We were largely a bunch of “order-tak- 
ers.” There were literally thousands 
and thousands of applications secured 


on the first interview; in fact, in most 
cases the interview consisted largely in 
a call and a jollification visit, and then 
going away with an application for a 
policy of insurance. 

If we are going to make life insur- 
ance service worth while to the Ameri- 
can people, then it is imperative that 


we present it as a really worth-while 
proposition ro enable the prospect to 
properly life insurance and 
what it will do in helping people carry 
t their life plans, then it is impera- 
that it be presented as a service 
which can be made to cover a 
man’s specific needs, and this means to 
work out a program with each individ 
ial to the end that we will sell program 
life insurance I do not mean to dis 


appreciate 


ou 
tive 


series of 


courage a salesman by saying that an 
application should not be taken on the 
first interview if we can get it, but no 


first, second or otherwise 
which has for its purpose the placing of 


interview 


i lite insurance policy will be complete 
which does not take into consideration 
the life value of the individual based 
upon his earning power, and then a 
proper application of that life value to 


the individual's specific needs in helping 
him to work out his life plans. I feel, 
therefore, that the first interview should 
be for the purpose of securing data, par- 
ticularly the prospect’s net income, 
amount of insurance carried, the particu- 
lar forms of policies, approximate value 
of the insured’s estate, members of his 
family, their ages and sex, then arrange 
subsequent interview for the purpose 
presenting an analysis of the above 
data, and thereby be able to render a 
specific and worth-while service for the 
pplicant in order that he may more 
fully appreciate and more fully com- 
prehend the service offered. 
* * * 

H. S. Standish, Assistant Manager 

Union Central, Chicago—We are strong 


ol 


for the surprise attack method rather 
than the siege. Our investigations are 
made in advance, so that when we go 


to a man we can tel! him why he ought 
to have life insurance, and our know! 
edge of how he is situated prevents his 
using a lot of excuses which he would 
shoot off if he knew just how much we 


knew. 
Selling life insurance is a battle of 
wits. The agent who attacks after arm- 


ing himself with full knowledge as to 


the prospect’s financial condition and 
family and business connections cannot 
be bluffed Che agent not only has a 


great advantage over the prospect in this 
ase, but he also has a lot of self-confi- 
dence, and confidence is the stuff that 
wins battles 

I once wrote a man $25,000 life insur- 
ance within ten minutes after I met him 
rhe application was filled in and signed 
on top of a railing four inches wide. 
He was on one side of the railing and 








Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 


Address: ALBERT E. AWDE, Supt. of 
Agencies 











A Penn Mutual Premium, less a Penn Mu~ 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all ite Benefits, is unsurpassed 
‘or net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 
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Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 
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I on the other. Any old insurance man 
will tell you that this story is either a 
corking big lie or I hypnotized the pros- 
Nothing of the sort—I had all 


pect. ‘ 
the facts well in hand before going to 
see him. He just laughed and said, 


“Well, you certainly have the goods on 
me, haven’t you?” signed the application 
and agreed to be examined the same 
afternoon. 

Cold canvassing and trying to sell in- 
surance where the agent knows nothing 
about the prospect is poor practice and 
does the business a lot of harm. 


* * * 


L. Brackett Bishop, Manager Massa- 
chusetts Mutual, Chicago—I believe the 
agent should always have in mind clos- 
ing the man on the first interview, if 
it is possible. It all depends upon how 
far along the prospect is towards taking 
a policy. Frequently we come across a 
man who is completely sold to the prop- 
osition of taking more life insurance 
and knows quite well what he wants. 


An agent calling on this man at this op- | 


no diffi- | 


portune moment should have 
culty in closing on the first interview. 

I am heartily against endeavoring to 
close every man on the first interview, 
but, as I stated, heartily in favor of 
having the agent prepared to close any | 
man on the first interview and on the | 
look out for the signs that show him 
that this is a first interview case. I am 
not in favor of any cut-and-dried way 
of presenting the insurance proposition 
in the same way to everybody. Every 
case is individual. Millions of business 
is lost every year by the agents of the 
country by not being ready and alert to 
close cases on the first interview when 
they are first interview cases. 


* * » 


Emmet C. Peebles, Northwestern 
Mutual Life, Cincinnati—Briefly stated. 
my answer to your question would be— 
NO, for the reason that I do not believe 
in high pressure methods. I am a thor- 
ough convert to the idea of getting all 
possible information respecting the 
prospect before asking for an interview, 
as | believe a great deal of time can be 
saved by thoroughly preparing your 
case before presenting it. It will, at 
least, give you something to say to the 
prospect which has a definite personal 
application when you do get to see 
him, 

If he becomes interested in the prop- 


osition, the prospect is then as_thor- 
oughly sold as the agent and, in my 
opinion, no sale is satisfactory unless 


the man who buys is just as glad to pay 
you the mouey as the seller is to take it. 


« * * 


James A. Grizzard, Cleveland—lI take 
this to be a matter of personal ability 
or characteristic. My way of present- 
ing my proposition, in practically all 
cases, requires more than one interview. 
I try to make the first call a short one 
and as interesting as possible, discuss- 
ing briefly some other or several sub- 
jects in which I feel the prospect 1s, or 
may be, interested. ’ 

I endeavor to secure the date of 
birth and other requisite information, in 
order that I may be in a position to sub- 
mit a written illustration, and at the 
same time 
call, 

* * +. 
Benefit, 
of no 
larger 


George H. Beach, Mutual 
Detroit—Our opinion would 
value except, perhaps, on the 
cases ranging from $50,000 up. We 
have reason to believe, however, that 
the two-interview idea can be applied 
even on 5’s and 10’s to good advan- 
tage. 

For about 12 years now I have used 
an advance man to open up my cases. 
For the past eight years several other 
men have been associated with me and 
have used the same methods that I em- 
ploy. Several years ago we organized 
the Geo. H. Beach Company, Inc., to 
perform the clerical and technical work 
of preparing the programs for the cases 
initiated by the advance man and to 
compensate for this service this organ- 


be 


have a reason for a second | 





U NDERWRITER 


ization  seaielitiinal in all the business 
we write. 

This corporation attempts to employ 
the technical type, the engineering and 
mathematical type of mind, on the the- 
ory that the successful salesman type is 
not technical but naturally inaccurate 
in carrying out the technical details in 
the application of the principles of 
which he may be profound. To sum- 
marize, following the work of the ini- 
tiator of our prospect, comes the 
preparation of the program by the cor- 
poration, then the salesman delivers the 
service and when the sale is made the 
corporation’s technical man then car- 
ries through the application, the exam- 
ination, income arrangements, special 
agreements, etc., etc. 

We salesmen have spent thousands of 


| dollars in making this technical end of 


the organization efficient and accurate. 
I mean by this that we have spent com- 
missions received under regular agents’ 
contracts that otherwise might have 
been kept, assuming that we would have 
written just as much business, which I 
| do not believe we would have done. I 
can recall in the neighborhood of $2,- 


| 500,000 of business that we have written 





during the past six or eight months that 
has come to us voluntarily over the tele- 
| phone. We had sold the idea of dis- 
| interested, expert, organized service to 
these clients many years ago. We be- 
lieve an organization that, as the 
future unfolds itself, this idea will domi- 
nate the big business of this country. 


Lack of Accurate Knowledge 


as 


This has been my opinion for a great 
number of years and has been strength- 
ened tremendously by the increasing 
complexity of the conditions having a 
bearing upon life insurance brought 
about by the inheritance taxes, income 
taxes, income settlement agreements, 
ete., and by the lack of accurate knowl- 
edge on the part of many who are giv- 
ing out information on these subjects. 
To illustrate, only recently I saw a pub- 
lished ce issued by the president 
of a large bank, in connection with ad- 
vice concerning life insurance, which 
was most misleading, due to the “half 
truths” contained therein. Again, I re- 
cently saw a written statement which 
had been made by a prominent life in- 
surance salesman to a leading business 
man in his community, in which every 
statement made in connection with the 


| federal estate tax, as applied to the pro- 





ceeds of life insurance, was incorrect. 
Our files are filled with evidence of the 
soundness of this opinion—that the tech- 
nical organization supplementing the 
salesman is imperative if our clients are 
to be given the service they pay for and 
deserve, 
+ * al 

Darby A. Day, Manager Mutual 
Life, Chicago: It occurs to me that 
cach interview must be analyzed, the 
salesman to determine whether to make 
an arduous effort to close then and 
there, or to make a good opening for a 
second or even third interview. Some 
personalities require a careful and slow 
development of acquaintance. Others 


can be met and seld with spontaneity. 
A true salesman _ 4 learns to recog- 
nize the characterg,and to differentiate 
these classes and govern himself ac- 


cordingly. 


Examining Sailstad Bones 


Examination of the bones alleged to 
be those of Edward J. Sailstad of Eau 
Claire has been started at the Univer- 
sity of Wisconsin medical school. Dr. 
C. H. Bunting will direct assistants in 
an investigation te find if the bones are 
those of Sailstad, said to have been 
burned to death Lake Nebagamon 
last August. 

H. T. Kristjanson, representing the 
Travelers, is on hand to fight the 
widow’s claim for insurance. 

The suit of Mrs. Leona Sailstad Rich- 
ardson against several insurance com- 
panies to recover $63,400 insurance will 
be heard in United States district court 
at Superior, Wis., on the July calendar. 
The insurance companies requested an 


at 
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extension of time, which was one 
The companies carrying policies are the 
Travelers, New York Life, Fidelity & 
Casualty and U. C. T. 


Is Building a Strong Agency 

Manager C. K. Brust, of the Los An- 
geles agency of the Guardian Life, 
rapidly developing a splendid field or- 
ganization for that company in south- 
ern California. The volume of produc- 
tion to date this year shows an increase 
of approximately 25 percent as com- 
pared with 1921. Mr. Brust states that 
a very high caliber of men are being at- 
tracted to life insurance salesmanship. 
A recent addition to his agency is Karl 
H. von Breton, formerly president of 
the Optometric Society of Los Angeles 
County, who abandoned a _ well-estab- 
lished and profitable business to enter 
life insurance work and who is making 
good in a big way in the latter line of 
effort. 


is 


Bookstaver Agency’s Meetings 
The Joseph D. Bookstaver agency of 


the Travelers in New York City has 
been presenting a course of instruc- 
tion meetings to the agency force at 


which men of national reputation have 
been speakers. The speaker for this 
week’s meeting is Joseph B. Kass, an 
examiner of life insurance companies 
and certified public accountant. His 
subject will be “Life Insurance from 
Business Man’s Point of View.” 


Travelers Prize Winners 


The Travelers has completed another 
school year and graduated 200 from 
the various classes. The leading three 
in each course have been awarded 
prizes by the company and the prize 
winners in the life insurance courses 
are: 1. Winifred F. Allen, life actu- 
arial department: 2. Anna Kilfoil in- 
demnity accounting; 3. Harry Blom- 
berg, group department. 


Fraternal May Reorganize 


An effort is being made to have the 
receiver for the Occidental Mutual Bene- 
fit Association of Salina, Kan., dis- 
charged and the organization returned 
to the officers and members. The asso- 
ciation was put into the hands of a 
receiver upon the application of the 
Kansas department There has been an 
effort made to secure reinsurance 
and while this has been pending the of- 
ficers and members have been working 
on reorganization plans which they ex- 
pect will restore the society to a good 
financial condition and enable it to con- 
tinue in business. 


some 


Life Notes 

and Mrs. George Lines, have re- 
turned from Hot Springs, Ark., where 
they spent the past six weeks. Judge 
Lines is general counsel of the North- 
western Mutual Life, Milwaukee 

The agency forces and medical ex- 
aminers of the Minnesota Mutual Life 
for the Dallas, Tex., district were guests 
at a smoker at the home of E. S, Albrit- 
ton last week Some 25 persons at- 
tended 
Otto L 
H. J. Duerr have 
agency of the New 
A 


Judge 


Norman Epstein and 
joined the Milwaukee 
England Mutual Life 
° Saltzstein, manager for Wisconsin 
and Upper Michigan, also announces the 
appointment of Allyn E. Sutton, Wausau, 
Vis. 
Malcolm 
applications 
Penn Mutual, 


Leser, 


Adam, assistant supervisor of 
and death claims of the 
returned to Philadelphia 
last week from a visit to Xenia, O., 
where he lectured on .“Income Insur- 
ance” to agents Prior to this trip he 
was in Peoria, III. 
piesa 
Diamond Life Bulletin Service— 
able, definite, concrete plans and illus- 
trations which have been actually and 
successfully used by the most efficient 
producers in the business. The sections 
on “income insurance,” “business insur- 
ance,” “inheritance tax insurance and 
“group insurance” are especially ef- 
fective. In addition to the salesmanship 
bulletin, complete up-to-date bulletins 
are issued on changes in dividends, rates, 
policy contracts, etc. The service is 
worth thousands of dollars to general 
agents and company managers who are 
searching for workable ideas, plans an@ 
methods for instructing agents. Pros- 
pectus will be sent to you on request. 
THE NATIONAL UNDERWRITER, 424 
East Fourth St., Cincinnati, O 
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Hitting the High Spots 


The time when agents could 
make a happy-go-lucky living 
by skimming along, just hitting 
the high spots, is gone, probably 
forever. A man has to make 
his high spots now—has to build 
them up out of a multitude of 
smaller opportunities that he 
overlooked when he was giving 
most of his attention to resting 
between jumps from one spot 
that just happened to be there, 
to another. 


To red-blooded men this con- 
dition is not an occasion for sack- 


cloth and ashes. They hit just 
as many high spots as ever— 
and derive moresatisfaction from 
building than from flitting hap- 
hazard over those made by 
chance. 


They find the Central Life re- 
markably well fitted to help them. 
The Company is thoroughly in 
accord with their attitudes, and 
is right with them in building 
more high spots than would be 
possible under any arrangement 
of chance. 








OTTAWA, ILLINOIS 























‘‘Cooperation Headquarters’’ 
Home Office Building of the Peoria Life. Owned by 


the Company, without lien or incumbrance of any 
kind. Built from its current receipts, without dis- 
turbing the farm mortgage investments which have 
earned the Peoria Life its reputation for: 


‘‘Policies Strong as Farm Mortgages Can Make Them!’’ 





























Sharing the Load— 


After all is said and done, it’s the man out in the field, in contact with his 
prospects, who produces the business. About all the ‘‘H.O.”’can do is help. 


But it can help. To help in every practical way conceivable is the idea 
behind Peoria Life cooperation with its agents. With sound saleable 
policies to start with: plenty of effective advertising material; stimulat- 
ing campaigns and contests; a snappy monthly bulletin and a thorough 
course in the principles of insurance and selling; frequent visits by 


“H. O.” representatives 


With all these, and more besides, a Peoria Life agent can’t help know- 
ing that the ‘“‘H. O.”’ organization is always backing up his efforts, and 


straining every nerve to help him make good. 





Peoria Life Insurance Company 


Peoria, Illinois 


Good Contracts to Clean, Live Agents 








